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FLOODLIGHTING MEMORIALS 


WITH 


X-Ray Projector 
No. 60 


Every appropriation for a soldier me- 
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morial should contain a provision for 
floodlighting. Hundreds of cities and 
small towns are erecting memorials of 
the world war. Some will erect stat- 
uary, others public buildings, and a 
few will build bridges. Whether it be 


a building, a monument or a bridge, 





every memorial should be floodlighted 
to bring out the beauties of the archi- 
tectural details. 





The Most Flexible Projector 


There are three X-Ray Reflectors designed for the No. 


60 Projector which may be interchanged at will. 


Reflector No. 835 gives medium spread—25 degrees. 
Reflector No. 840 for concentrated beam—10 degrees. 
Reflector No. 845 produces a wide beam—50 degrees. 
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In All X-Ray Distributors’ Stocks 


National X-Ray Reflector Company 
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Brain-Work Always Wins 


In Which It Is Shown You Can Make More Money O-K-ing Expense 
Accounts Than by Padding Them 


By FRANK B. RAE, JR. 


use of traveling men’s children who attend The Little 

Red School House. The first maxim will read, “Be 
Happy and You'll Probably Be Good,” and the last one 
will be printed as follows: “A little brain work now and 
then, makes bosses out of traveling men.” 


G day I am going to publish a copy book for the 


Before publishing this copy book, however, I expect to 
move to some very remote habitat where I will be safe 
from all the fathers of the kids who use it. I do not want 
to be around when little Johnny Hithegrit comes home 
from school and says to the old man, “Daddy, why didn’t 
you use the old noodle in your business? The copy book 
says that you'd be a Boss instead of a Gadder if you’d 
used your bean for something else than a hat-rack. It 
says that a head is something besides a place to sprinkle 
herpicide on, and that you can make more money O. K.- 
ing expense accounts than you can by padding them.” 

“Yes, Johnny, I guess that’s true,” the catalog-toter 
will reply, “but—well, I’d like about five minutes in an 
alley with the sonofagun who wrote that copy book.” 

Do you won- 
der that I want 
to be far away? 

This 
mixing brain- 
work with busi- 
ness is not origi- 
nal with me. The 
same thought has 
been expressed 
before. But I am 
from 
my experience, 
that nobody has 


idea of 


convinced, 





“TI Do Nor Want To Be Arounpn Wuew Littte JoHNNY SAYs ‘0 THE OLD MAN, 
‘Dappy, Wuy Dwwn’r You Use Your Oxip Noopie 1n Your Bustness?” 


ever before presented the idea to the electrical industry; 
at least, there is very little evidence to support such an 
assumption. 

And I take it that any new idea like this will be re- 
ceived with skepticism. I can hear a muttered chorus of 
stand-patter: ‘“Brain-work? Whasat? 
thing to do with mixing concrete. Naw! Yer wrong. 
This guy is talking about the billiard ball business, or 
maybe barbering.” Which makes it more or less necessary 
for me to explain what brainwork is, and why. And to 
do this I am going to tell a story, the only demerit of 
which is that it happened to be true. But don’t let that 
fact flatten your tire. There’s a lot of funny things in 
life besides Charley Chaplin and home brew. 


Must have some- 


We were sitting around a table at the Hollenden, toy- 
ing with a lot of expensive food. There was a manufac- 
turer in the crowd, an exporter, a jobber’s salesman, an 
ad-man and another chap who ought to have been doing 
time, also. The exporter was interested in the water- 
power bill just passed by Congress, because water-power 
has a direct bear- 
ing upon the fuel 
oil status of the 
country and this 
man was figuring 
on taking oil in 
payment for cer- 


tain machinery 
which he was 
selling in some 
foreign country 


with a name like 
a stutterer try- 


ing to sneeze. 
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The manufacturer was interested in the statistics on acci- 
dent prevention. ‘The ad-man had a prospective client 
who was interested in the number and place of residence 
of milch cows, their per capita output of the lacteal fluid, 
and the relative advantages of making butter on the farm 
as against selling milk to dairies. The fourth chap, poor 
goop, wanted to know where he could invest some money. 

Through all the talk, the Jobber’s Salesman contributed 
information regarding the number of home runs Babe 
Ruth had made up to 3:45 P. M. this day last year, and 
an opinion to the effect that Mary’s divorce was illegal 
and that therefore she and Doug ought not to travel 
around together like they were married when maybe 
they're not. Finally, when the check came, this J. S. 
spilled the thought that lay closest to his heart, to wit: 
“There’s no money in traveling any more. Everything is 
so high that a fella can hardly crowd enough onto the old 
swindle sheet to break even.” 

* * * 

The little stars here inserted indicate the place where 
you are supposed to laugh. 

Yet it’s no laughing matter. 
ting at table with enough business in sight to occupy an 
ordinary person the best part of a year, could think of 
nothing more vital to his success than baseball, the movies 
and the deflated succulence of his expense accounts. 

“But,” sezyu, “what care I for water-power bills and 


For that salesman, sit- 


other vagaries of a now adjourned Congress when the 
only water power in my territory is utilized by a washing 
machine that operates off the kitchen tap?” To which I 
reply in the Yankee fashion by asking, would it make 
any difference to a tire salesman if somebody found a 
practical cheap substitute for rubber?’—did it affect the 
income and future of the booze salesmen when the 
cighteenth amendment was put over? This water power 
bill hands the country some hundreds of millions of elec- 
trical horsepower; doesn’t it occur to you that they’re 
going to generate, transform, transmit, distribute and 
utilize that power? Don’t you think that Sam Insull and 
Frank Price had the dope on this bill straight from the 
feed box at Washington? 

“But,” sezyu again, “where do I come in?” 

To tell you the truth, I don’t know, but I know this— 
when a circus hit my town in the old days, I’d ask myself 
where would I come in, and if I didn’t have the price 
to come in the main entrance by ticket I generally man- 
aged to be as’ed in under the side of the tent with the un- 
friendly aid of a canvasman’s boot. 

I am not saying, off hand, that you come in at all on 
the water-power situation, but I beg to suggest that it’s a 
big factor in the industry that’s paying your h. c. 1]. and 
therefore is a matter of more than cursory interest. I'd 
say, off hand, that it touches you a bit closer than the 
Babe’s home run record, whatever that happens to be this 
morning. 

And referring again to that little table at the Hollen- 
den; the manufacturer who was interested in accident 
prevention was really begging somebody to sell him a 
lighting equipment for his factory; the ad-man inquiring 
about milch cows was offering the agency for an appliance 
with potentially big sales; the galloot with the bank roll 
was itching to give somebody a chance to gamble with his 


money. 
In all of these cases, there were possible big business 


opportunities in sight for the man who knows something 
more than his catalog index and the name of the red- 
haired waitress at the Eagle Hotel in Ashtabula. 

* & & 


Brain-work is a matter of looking at yourself as a 
business man and not as a salesman or some other sort 
of underling. The trouble with the labor situation in 
this country right now is that workingmen speak of 
themselves as “labor.” Helzbelz! When they think 
of themselves as “labor” and talk of themselves as “labor,” 
why they become “labor.” They’ve found their groove— 
they’re in their rut. Same way with a salesman. When 
he gets to the place where he thinks of a swindle-sheet 
while other folk are talking of opportunity—he’s done. 

For brain-work consists of forgetting the job and think- 
ing about the business. 

The other day a letter came to the editor of Tue Jos- 
BER’s SALESMAN as follows: 

“T am only an amateur salesman. My boss has sent 
me out to secure a lamp contract from a customer of ours. 
This contract is held by one of our competitors at the 
present time. I took the matter up with our customer and 
he told me that my competitor’s lamp was as good as 
mine, that the price was the same, that my competitor has 
given him excellent service and that he couldn’t feel 
justified in making a change even though he held my 
house in very high esteem. 

“Now I know that all that he said is entirely correct, 
and I didn’t have any persuasive arguments left. What 
could a fellow do under the circumstances?” 

When the editor asked me how I’d answer that letter I 
advised writing this chap’s boss to fire him. Here is a 
man who wants specific advice on a tiny detail of his job, 
I figure, and anybody who can’t see farther than that is 
too near-sighted to waste time on. 

Opposed to this case is one of a cub I knew who was 
sent out to peddle advertising. He was a bum salesman, 
and a green one. Why they ever hired him is beyond 
anyone’s comprehension. ‘Thrown into the ring with an 
assortment of hard-boiled veterans in the game, this lad 
didn’t last long enough to rub rosin on his shoes. He was 
down and out before the sound of the starting bell had 
ceased to vibrate. 

But he had one redeeming feature: he thought about 
the advertising business instead of about his job as an 
advertising peddler. And, so, after he had been licked to 
a messy pulp by every competitor who was then out of 
jail—far worse licked than this lad in the lamp business 
---he figured himself out a scheme, thus: 

To the next prospective customer he announced that 
he was an advertising expert. “I hear you want some 
advertising,” he began. 

“Yes,” snapped the customer ,“I want this, that and 
the other thing, printed in red, white and blue.” 

“The hell you do.” 

“Eh, wh—what?” The customer was expecting the 
usual ad-man’s gas attack, and this straight smash was a 
new approach. 

“T said you don’t know what you want. You're not an 
advertising man. You don’t know anything about adver- 
tising.” : 

“Well, I guess I know what I want.” 

(Continued on page 88) 
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Fitting Better Lighting to the 
Factory 


After You Sell the Idea of Better Lighting You Must Sell the Proper Equip- 
ment — This Article Tells How 


By W. E. UNDERWOOD 


HEN you go to the tailor, you expect to buy a new 
suit, but chances are you haven't the slightest idea 
what style or pattern of cloth you'll buy. You 

have simply reached the point where the old suit is be- 
ginning to be a source of jest to your immediate family 
and an eyesore to the community at large and you feel 
that the inevitable cannot be staved off any longer. 

Now, the tailor, if he be wise in his trade, doesn’t 
trot out all the many patterns of cloth in the place, not 
by a jugfull. Instead, he brings out five or six bolts, one 
after another, giving you ample time to settle on any one 
of them before he lets your attention pass along to the 
next. Any of those five or six patterns will go well with 
your particular style of manly beauty and the tailor man 
sized you up and decided in his own mind what was 
appropriate before he submitted his samples. If you 
insist on some other pattern, you do it at your own 
peril. And after your choice of cloth (which is probably 
more the tailor’s choice than yours) is all settled, the 
transaction still is not complete—you must be measured, 
if the suit is to fit. 


Just about the same line of action takes place when 
you sell better lighting for a factory. 


First you must 























sell the idea of better lighting and what it will accom- 
plish. When this is done the question narrows down to 
the item of style of equipment, and just as the good 
tailor tries to guard you against going wrong on style, 
pattern and color, it’s up to you to look out for the best 
interests of your factory customer—giving him equip- 
ment that is appropriate to his particular plant. Then, 
just as the tailor measured you to insure a fit, it is your 
job, so to speak, to measure the factory to make sure 
you give the right sizes of lamps, reflectors, wire, etc. 
This may seem at first blush as though you were ex- 
pected to be familiar with all the ins and outs of illumi- 
nating engineering but the prescription isn’t anywhere 
near that large. Perhaps also it may occur to you that 
factory lighting equipment sales are made every day 
without any such actual installation knowledge at all on 
the part of the salesman. There are two mighty good 
reasons, however, why you ought to know something 
about planning the installation. First, how in the world 
do you know what sizes of lamps and reflectors to put 
In the 


second place, don’t for a minute look on the sale of indus- 


down on the order, or do you just guess at it? 


(Continued on page 70) 
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The Man 


to Sell is 


The Man Who Sells 


A Successful Salesman Explains Necessity for Getting the Sellers’ Viewpoint 
By INTERVIEWER 


Reporter's note: Here is the fifth in the series of interviews 
with successful salesmen. Very frequently your unusually able 
salesman is intolerant of the shortcomings of his less successful 
brethren, forgetting, or perhaps not realizing, that they labor 
under handicaps which are not his. This man inclined to be a 
wee bit that way, and was unable at first to understand “why in 
h—l,” as he put it, Tue Jopper’s SALesMAN desired him to talk 
for publication. But he proved, that his heart was in the right 
place, after all, by coming across handsomely when the matter 
had been explained to him. 


present civilization would seem like savagery by compari- 
son. So—why ask me to waste time giving advice that 
few, if any, will heed, and that all could just as well 
give to themselves if they would take the trouble to think. 
Anyway, talking for publication is not in my line, never 
has been; I don’t wish to begin now.” 

Some day, after this series of interviews has been 
completed, perhaps the Chief will permit me to interview 
myself and add my lit- 
tle bit, too, to this 













Ps 


6 SK the profes- 
sor or some = (**iusaeinaer G ~Rysampeaeh rs 


c las s-room Se a a 
” eae ean fi a s 
salesman, was the a Te” 
; ; ssw Sf 
come-back received in nd 
aes f 
reply to my request for 4 


his views on selling. 
“Have troubles enough 
trying to keep on the 
payroll myself, without 
taking on more by un- 
dertaking to tell others 
how to do so. Besides, 
I’m going out tomor- 





row and have many 
things to attend to to- 
day; so pass me up.” 

Nevertheless, I said, 
you are credited with 


ae 
ne HAY 


being one of the 
ablest salesmen in the 


Ae, aS 


jobbing field and any- 
thing about selling 
that you care to say 
will assuredly be ap- 
preciated and received 
in good part by our 
readers. What do you 
wish to say first, I 
asked pausing with 
pencil poised—an old 
trick that has un- 
corked many a good 
story, but not so suc- 
cessful in this in- 


“My Svuecestions Were as HEtprut as THOSE oF THE LANDLUBBER WHO 
Tetts aN Oxp Sait How To NAVIGATE THE Briny DEEP.” 


stance. 

“Tf you really must 
write something, write 
this. Whatever success you credit me with has come 
through working hard and thinking things out for myself; 
others are just as able to do likewise. That’s the only 
way, too, when all’s said and done. Damn it all! if men 
were willing to profit by the experience of others we’d 
be so far ahead in our ways of doing things that our 






hand picked assort- 
ments of pointers on 
selling. Considering 
the difficulties that 
had to be overcome in 
order to induce some 
a: | of the men to loosen 
>? SUCCESS —— up, I have a hunch 
“ey RETAILING > that I’ll be ripe for an 
ee interview by the time 
this assignment is 
completed. However, 
this man finally asked 
me what he was ex- 
pected to talk about. 

Just tell the readers 
of THe Josser’s 
SALESMAN as you can 
out of your own expe- 
rience that you believe 
they can use in their 
work, particularly the 
things which you re- 
gard as the real cor- 
nerstones of success 
in selling to the deal- 
er. What do you re- 
gard it is most im- 
portant of all to do 
in making a sale? 

“That’s easy. Here 
it is in a _ sentence: 
The man to sell is the 
man who sells. Fol- 
low that rule and the 
balance will pretty 
well take care of it- 
self. Mind you, though. I’m applying that particularly 
to the stores that are big enough to sport a regular buyer, 
although the point applies in principle to the one man 
stores as wel} ” 
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Can’t you make that a bit clearer, I asked. It’s over 
my head, and some of our readers will have to aeroplane 
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for it, too. Just what do you mean when you say, “The 
man to sell is the man who sells?” 

“That’s the trouble, you see, in getting a man to talk 
for publication who is not used to doing so—I’m in hot 
water at the very outset. I’m so afraid of being long 
winded that I suppose I'll end by being just that. But 
I guess the best way to make myself clear will be for me 
to explain just how I came to make that discovery. I 
say discovery, for it was that to me, no matter how com- 
monplace it may have been to many others. 

“T had been dubbing along for quite a few years, con- 
triving somehow to keep myself on the payroll but never 
doing anything of sufficient moment to earn me much rec- 
ognition or advancement. You understand—I landed 
some big business now and then, but it served only as 
the peaks in a great expanse of mighty deep valleys. In 
fact, those occasional big orders only served to throw a 
searchlight on the many small ones. I stood well with 
my trade, knew the line and worked hard. But my bat- 
ting average, to put it that way, never gained me a sec- 
ond look. The thing got on my nerves. I was ambitious 
to make good and did my level best to do so, but I was 
commencing to lose confidence in myself and to wonder 
if perhaps after all I was not just an ordinary dub who 
was destined to the life of the under dog. Then I made 
the discovery that set me on the right track. 

“I had engineered 
my spending Sunday in a 
town where there was a 
dealer whom I regarded 


things so as to admit of 


at his home, which was no hardship, I assure you—his 
wife is a wizard at cooking. 

“Lying in bed that night and thinking of the work 
that was before me in the store the next day, it came over 
me all of a sudden that I had not ever sold as much as 
one penny’s worth of electrical merchandise at retail in 
all my experience, and I commenced to wonder if per- 
haps I had not stumbled into a situation that would do 
me more harm than good. Because I figured that if I 
failed to make a good showing it would react to the detri- 
ment of the line and might even cost me the confidence 
of a good customer. Then the thought came that put in 
my way the means of discovering wherein my selling 
methods lacked completeness. I saw that my own lack 
of experience in selling goods at retail had made it quite 
impossible for me to really help my customers to do so. 
I had talked to them about such things in a broad general 
way of course but my suggestion about how actually to 
sell at retail had been about as helpful as those of the 
landlubber who tells an old salt how to navigate the 
briny deep. Finally it came to me with a bang that 
practically all my dealings had been with the parties 
who did the buying; I had been woefully neglectful 
about getting on good terms with the man behind the 
counter and working to make him an efficient booster 
for my That is the reason why 
were so habitually small ones—the goods were not be- 

ing presented to the user 
in the best manner.” 


line. my orders 








as a personal friend. Ac- 
tually, I was blue as in- 
digo and felt that a talk 
with that man would do | 
me good. I landed in that | 
town late Friday after- 
noon and hurried to the 
store of my friend’s. I 
learned there he was at 
heme with a_ sprained 
ankle, and I went at once 
to see him. While I was | 
there, word came that his 
clerk and mainstay in 
the store had picked that 
particular time to go 
buggy riding with his | 


girl and get himself 
smashed up a bit in a 
runaway accident. 


friend was up against it 
for fair, and he put it 
up to me squarely to 
spend the day at his 
store and help out. Aside 
from the fact that I knew | 
I should earn an order 
by doing so, I accorded 
with my desires to stand 
by my friend, and I 
agreed without any urg- 
ing on his part that I 
would do so. He insist- 
ed that I bring my grip 


My | 
| Manufacturer?” 
| 


ton, Tex. 


difficult one. 





good of the cause.” 


| TT. H. Rhodes Wins 


Awarded Prize of $25 for Best Reply to 
Question, “What Help I Expect 
from the Manufacturer” 


A BOARD of judges comprising J. C. | 
Me Quiston, manager, department of | 
publicity, Westinghouse Electric & Man- 
ufacturing Co., F. R. Davis, advertising 
department, General Electric Co., and P. 
A. Powers, advertising manager, Benja- 
min Electric Manufacturing Co., has 
awarded the prize of $25, offered by THE 
JOBBERS’ SALESMAN, to T. H. Rhodes for | 
the best suggestion submitted to the ques- | 
tion, “What Help I Expect From the 
This was published in 
| the May issue. Mr. Rhodes is connected 
| with the Western Electric Co., at Hous- 


All of the replies submitted were of 
exceptional merit and the task of select- 
ing the one entitled to the prize was a 


Thanks are hereby extended to those 
who participated in the contest and to the | 
judges who gave of their time “for the 


“Mention of my first 
day’s experiences behind 
the counter would add 
nothing to the value of 
these remarks; so we'll 
get by that part of the 
story by saying that I 
discovered there was 
much for me to learn re- 
garding the art of retail 
selling. I did, though, 
manage to acquit myself 
passably and to come 
away from my friend’s 
town with the largest or- 
| der he had ever given me. 
But beyond all doubt the 
best thing that I brought 
away from that town with 
me was the firmly estab- 
lished determination to 
acquaint myself thor- 
oughly with all the ins 
| and outs of selling at re- 
tail, and to use _ that 
| knowledge to coach who 
did the selling in the 
| stores I visited. 

“First of all I wrote 
to my superiors and told 
them frankly about what 
I believed to be at the 
root of my failure to land 
more worth while orders, 
as well as telling them of 
(Continued on Page 66) 








and spend the week end 
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How to Pick Dealers 





ELLING electric washers is easier today than it is 
S going to be—for some dealers. Selling electric 

washers is harder today than it is going to be— 
for other dealers. Yet, at present, the selling perhaps 
is equally easy for both types of dealers. 

The difference lies in the kinds of “mainsprings” that 
the two types of dealers have. The ones that have weak 
mainsprings will gradually find it harder to keep time 
with the ones that have strong mainsprings. 

The mainspring of a retailer of electric washers is his 
service department. Upon the quality of service he ren- 
ders depends how much easier or how much harder it is 
going to be to sell electric washers as the months roll 
by. The better his service the easier the selling be- 
comes. The poorer his service the harder the selling be- 
comes. 

The dealer who gives good service develops satisfied 
users. They recruit new prospects by their praise. The 
dealer can always refer people to them. He gets a line 
on more prospects through them. He sells a higher per- 
centage of these prospects. The selling gets easier. 

The dealer who neglects service cultivates a crop of 
dissatisfied users. They warn away prospects by their 
discontent. The dealer cannot use them as references. 
He has to seek prospects who are strangers to his cus- 


Future of Washing-Machine Distribution Depends Upon Selecting Proper 
Electrical Retailer 


By J. J. KEITH 
Altorfer Brothers Co. 


tomers. He is handicapped in closing sales. The sell- 
ing gets harder. 

The dealers in the former class are the ones with their 
futures ahead of them. The dealers in the latter class 
are the ones with their futures behind them. 

Pick the former, unless you want a heavy dealer 
turn-over ard plenty of hard work switching dealers. 

A dealer who begrudges service has, as a matter of 
fact, no right to enter into the retailing of electric 
washers. Unless he changes his point of view, the sooner 
he quits the better it is for himself, for the travelers, for 
the jobbers, for the industry. 

Service must be regarded as something that the pur- 
chaser buys along with an electric washer. A book of 
dealer service coupons has never, to my knowledge, been 
issued with each electric washer as was once the prac- 
tice in selling ‘automobiles. But the electric washer pur- 
chaser is entitled to the equivalent of a coupon book 
from the dealer in the form of service when required. 

For the electric washer is bought to wash and wring 
fabrics, not for the possession of a mechanical device. 
Covering a reasonable period of time the dealer owes it 
to the customer to see that the washer gives the result. 

This is not “free service.” The customer pays for 

(Continued on page 98) 





HERE are a good many so-called salesmen who 

seem to think that getting the order is all that 
is necessary in the selling game. They are to be 
pitied, for it is a lack of education on their part and 
on the part of the jobber. When a man of this cali- 
ber goes out for his house half equipped to meet com- 
petition he is surely up against it. Before he starts 
on this venture as a so-called salesman let the house 
put him on his mettle and test him out, and if he 
does not come up to requirements give him something 
else to do or let him go. The great mistake that a 
good many jobbers make is making a salesman too 
quickly, but they are mistaken, for this man is only 
an order taker and cannot go back over his ground 
and get re-orders. The answer to this is that the 
house has spent a lot of money uselessly and the 
man has made no showing for himself, besides the 
house has been done a great harm by not putting out 
a man thoroughly equipped for the job. Does this 


pay? A salesman is born—very few are made, for a 








An Editorial — By A Subscriber 


man has to possess a natural knack of selling, which 
he enjoys, but he must have the proper education in 
his line or he will soon develop into an order taker, 
and there he will stay. A real salesman must love 
his work enough to keep in touch with the various 
things connected with it at all times. The great 
trouble with the so-called salesman of today is that 
he is over anxious to get an order and there he stops, 
but he should reflect for a moment and consider that 
he is in duty bound to follow up his dealer’s order 
to the FINISH and see that the best of service is 
executed to complete it, not in a haphazard way but 
in a way that the dealer will realize what you are 
really doing for him. When this effort with the 
proper PEP is applied, you can then realize that you 
are a real salesman, and not an order taker. Be an 
asset to your house and not a detriment. 
B. S. SMITH, 
Doubleday-Hill Electric Company, 
Washington, D. C. 
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How Can I Help My Trade? 


This Question is Answered by Concrete Suggestions for 
Giving Greater Service to Your Customers 


By C. G. HILL 


T the very outset let us consider what is meant 
by the word “service”. Not the dictionary mean- 
ing, necessarily, for there are many meanings given and 
I am not sure that any one of them exactly fits. ‘‘Servy- 
ice” has been overworked and abused probably more than 
“efficiency” and with some it has come to mean nothing. 
Used in an honest manner, however, the word may mean 
much. It should mean that the firm which uses it is 
prepared to sell something more than wire and lamps; 
that it is prepared to help its customers, serve them, if 
you please, to the extent of making it easier for those 
customers to get what they want, get it when they want 
it and, in the case of the dealers buying from a supply 
jobber, sell what they have bought at a profit. 

That is my own definition of “service”. It may be 
expressed differently than you would express it but I 
believe it conveys the idea of what most jobbers would 
have their customers understand by the word. 


So, to say that the jobber’s salesman can be of serv- 
ice to his customers by helping them sell may appear 
to be a most elementary statement. Certainly every 
salesman who has in mind the best interests of his house 
should use every effort to help make the service which 
the firm advertises a reality. Nevertheless, with all 
the good intentions in the world many salesmen are los- 
ing sight of the fact that helping the buyer sell is a 
very definite part of their work—of the service which 


advertises. That sort of selling is merely mechanical. 
The methods may be learned “by heart’’; it requires lit- 
tle more ability or initiative than to cover a milk route. 
But the jobber’s salesman who would be something more 
than a “traveling man” must be a working man! 

When I say that you must be a working man I do 
not mean to infer that salesmen do not work when they 
travel or when they sell. I do mean that you should 
make this traveling count for more than simply getting 
from here to there. The very fact of your having the 
opportunity to travel will give you the first chance to 
work. In this case the work will consist simply in keep- 
ing your eyes and ears open that you may see and learn 
everything possible which could be of value to your cus- 
tomers or to your employers. The fact that you are out 
on the road visiting many towns, or maybe only different 
parts of one city, affords you the best sort of an oppor- 
tunity to gather information of real value. 

The information which you will get will be doubly 
To the dealer, 
You can 


valuable because of your unique position. 
your customer, you are a outsider. observe 
with an outsider’s point of view. The salesman can see 
things which the dealer will entirely overlook because, 
But 


the jobber’s salesman can see the good and bad points of 


of necessity, the dealer is too close to his business. 


his customer’s business methods because there is per- 


spective to his vision. You can compare one business 





their house of- with another 
fers. 4 ™ which you have 
Some very observed. 


conscientiou s | v 
eall their  cus- 
tomer’s attention 
to the dealer 
helps which are 
offered by the 
firm they repre- 
They urge 
dealers to 


sent. 
their 
make full use of 
“‘serv- 
and then 

You, if 


would be 


the house 





ice”’ 
stop. 
you 

more than = an 
average sales- 


man must realize 





Again it is as- 
sumed that you 
understand — the 
peculiarities of 
the electrical 
business and 
therefore are 
fitted to 


in insider 


see as 

but 
not as one within 
customer's 
You 


in- 


your 
four walls. 

are both an 
sider and an out- 
sider; have 
the 


you 
advantages 


Here are the real fishermen of the Jobbers’ Association. Also the would-be fisher- of both positions 
that you are man. Photo was taken at Del Monte, Calif., by J. J. Kieth. Those in the group a Meal, 
more than a (from left to right): R. P. Oblinger, Indianapolis Electrical Supply Co., A. E. and the disac 

adi £ ny Legge, Public Service Co., Chicago, H. E. Rasmussen, Indianapcefis Electrical Supply vantages of 
a or pass Co., J. O. Weatherbie, General Electric Co., R. E. Gorton, Packard Lamp Co., R. P. jther! Truly 
ing along the Tillotson, Appleton Electric Co., J. J. Kieth, Altorfer Bros. Co., C. J. Litscher, C. J. MEMBER: 7 
service which Litscher Electric Co., Jas. Clark, Jr., Louisville, Ky., B. B. Downs, St. Paul Electric Ta 


Co., L. W. Kittman, E. S. J. 


your company 





A., Chicago, C. A. 
Co., and W. F. Bissell, F. Bissell Co., Toledo. 


Harding, Commonwealth Edison 
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High Spots of E. S. J. A. Meet 


Convention at Del Monte Establishes Record for Achievement— 
Many Happenings of Interest to Salesmen 


r | SHE outstanding feature at the Electrical Supply 

Jobbers’ Convention, held at Del Monte, Calif., 

May 12 to 14, seemed to be the promotion of cor- 
dial relationship between the various branches in the elec- 
trical industry. The close co-operation between all fac- 
tors concerned in the distribution of electrical products 
on the Pacific coast undoubtedly has tended to promul- 
gate among jobbers a desire for closer contact with the 
other branches. 

In line with this subject, one such campaign of co- 
operation has already been started under the head of the 
California Electrical Co-operative Campaign. The 
movement was started two or three years ago and has 
proved profitable to jobbers especially by unfolding to 
them new markets or outlets for electrical supplies. At 
present jobbers’ salesmen are merely skimming the top 
of the pot of available electrical business, but with the in- 
auguration of such a plan all over the United States 
much potential but latent business could be uncovered, 
charted and obtained. 

The campaign in California is directed by an execu- 
tive committee composed of representatives of manufac- 
turers, jobbers, contractor-dealers and central stations. 
Three field representatives and advertising representa- 
tives do educational work among architects, builders and 
contractor-dealers. Excellent results have been accom- 
plished in all quarters, and all jobbers, who heard the 
discussion, are giving such a plan deep and serious con- 
sideration. 

D. E. Harris, vice-president and sales manager, Pa- 
cifie States Electric Co., San Francisco, gave the jobbers’ 
view of the work and was supplemented by representa- 
tives of the other branches. 

Another point of interest to jobbers’ salesmen, dis- 
cussed by C. C. Hilles, Electric Appliance Co., San 
Francisco, was the practice of some manufacturers of 
continually appointing new distributors although unable 
to make deliveries to their existing ones. He also called 


attention to the practice of some manufacturers’ salesmen 
of soliciting orders from the trade and then turning them 
over to a jobber who does not ordinarily stock that manu- 
facturer’s goods. Mr. Hilles advocated a “net price” 
basis, both for buying from the manufacturer and for 
selling to the trade. 

In synchronism with Mr. Hilles’ talk, F. A. Wilson- 
Lawrenson, Union Carbide & Carbon Corp., New York 
City, outlined a policy his company is about to inaugu- 
rate. It provides for establishing a minimum quota of 
business expected from each territory and dividing this 
quota among the jobbers. As long as each jobber dis- 
poses of his quota no new distributors will be appointed. 
Should any jobber fail to dispose of his quota, the re- 
maining jobbers in that territory are given an opportun- 
ity to absorb it. This plan was enthusiastically received 
by the convention. 

J. M. Wakeman, W. E. Robertson, Robertson-Cata- 
ract Electric Co., Buffalo, N. Y., and E. W. Rockafellow, 
Western Electric Co., discussed the Society for Electrical 
Development to the approval of all. A meeting at which 
W. L. Goodwin presided was also a special feature. 

Jobbers’ salesmen should also be vitally interested in 
the action taken by the Association in regard to resum- 
ing its advertising campaign, inaugurated last year. An 
appropriation of $25,000 was authorized by unanimous 
vote to carry out the proposed campaign. Space will be 
used in all of the electrical papers, thus bringing the 
jobbers’ message prominently before contractor-dealers, 
industrial plants, central stations and others. This ad- 
vertising will be supplemented by booklets, etc., which 
will be sent direct. A. A. Gray, of Chicago, advertising 
counsel of the Association, will direct the campaign, 
which will begin in August. 

Side trips, golf games and many other forms of diver- 
sion added life to this successful meeting of the electrical 
supply jobbers. 





Group at Recent ConveNTION OF ELEcTRICAL SuPPLY JoBBeRS’ AssocIATION AT Det Mone, CAL. 
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Electric Tool Possibilities 


Jobbers’ Salesmen Little Appreciate the Opportunities to Increase 
Sales from Industrial Plants Offered by Electric Tools 


By J. E. DAVIES 


ODERN inventions have produced a big effect 
M upon expanding the sales activities of the job- 
It would, indeed, be 
a difficult matter to attempt to accurately define his field 
of effort—to say that one product may be sold logically 
through electrical distributors and that another one may 
not. 
electrical industry alone—his activities are carried legiti- 
mately into allied and kindred fields. And the small 
electric machine-tool field has been discovered by pro- 
gressive electrical distributors as a most fertile ground 
for sales volume and for substantial profit. 

This field, very fact of its 
newness has prevented it, thus far, from being generally 
appreciated and understood by the jobber’s salesman. So 
far as I can determine, the only apparent shyness 
towards the field is due to the feeling that the jobber’s 
salesman cannot successfully compete with machinery 
salesmen on a machine tool. Now, is this position well 
taken, or has it been taken without due investigation of 
the product and of the market? 

The following incident will show you how one of the 
leading men in the electrical industry is thinking on this 
very subject. I had been invited by him to attend a con- 
ference which he was calling, of all power apparatus 
salesmen of the organization. An electric tool was shown 
at this conference, and its sales possibilities described. 
Then the salesmen were invited to ask questions and 
express and with very few exceptions they 
appeared quite uncertain of their success with the tool 
in the face of competition from machinery houses. What 
the chairman of the meeting then told them could be 
summed up in these words: “All of you call upon the 
very users of this tool. You don’t have to understand 
mechanics in order to sell it, and no one should overlook 
the fact that it is an electrical product as well as a 


ber’s specialty salesman. 


The electrical jobber’s salesman serves not only the 


however, is new and the 


opinions, 





Group at Recent CONVENTION OF ELECTRICAL SUPPLY JOBBERS’ 


mechanical one. I think that its sale by machinery houses 
is a challenge to electrical supply houses—a call to match 
your abilities against your competitors’.” 

On the other hand, the advantages and benefits derived 
by the jobber’s salesman from the sale of electrical ma- 
In the first place, he 
have to seek new customers. 


chine tools are many. does not 


He already has industrial 
customers and is calling regularly on the very users of 
Therefore, no time is lost in reaching 


electric tools. 


prospects. 

The profits from the sale of such specialties, likewise, 
cannot be overlooked. One sales manager told me that 
his company’s profit from the sale of machine tools ex- 
ceeded the profit from all other single specialties carried 
by his house. Thus, there is the possibility of reducing 
the cost per call—an important factor in these days of 
high and rising costs. 

Lastly, a specialty of this kind gives the jobber’s sales- 
man an added opportunity—a different reason—to call 
back on his customers again and again, incidentally en- 
abling him to talk up his regular stock lines. 

The 


involve 


mechanical features of electrical tools will not 
the salesman in difficulties. An 
stration now-a-days is a rare exception and that when 


actual demon- 


a demonstration is called for, the shop foreman or me- 
chanic himself looks after all details. Take the case of 
a grinder. Its existence its principles are 
generally understood and its application is obvious. It 
is not essential, 
himself very materially about mechanical detail or con- 
struction, although the more he knows about his product 
the more confidence he will have in himself. 


is known, 


therefore, that the salesman concern 


Any electrical distributor will catalog a line of elec- 
trical tools. But simply showing a line in a catalog does 
not make Mr. Customer want to buy through that channel, 


(Continued on page 86) 
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Adventures of Hardluck Sam 


First of a Series of Fables in Which Our Hero 


noisily up to the station at Slugtown, an Ozark hain- 
let of some five thousand souls. Two heads were thrust 
out of the Smoking Room windows. ‘Peaceful, eh?” said 
the man in the light suit. “Peaceful?” replied the one 
with the gold tooth, “Say, at high noon here it’s like an 
office building on Sunday, and at night you can hear a 


if was a balmy spring afternoon when the Frisco slid 


dog bark eight miles away.” 

BANG! A head shot out of every window in the train, 
then all popped in again as the bullet dug up a spurt of 
cinders. BANG! BANG! BANG! This time the inno- 
cent bystanders held their ground, and well they might, 
for this sudden war in such a peaceful place was worth 
going miles to see. 


Headed for the depot, and beyond question a pros- 
pective passenger, came a tall man, hatless, but clinging 
to a suitcase, wearing a raincoat which streamed behind 
him like a banner as he bounded along. He wasn’t run- 
ning, he simply skimmed over the ground, turned slightly 
sideways to keep from flying. 

“He’s gonna make it!”’ cried a dozen voices. Alas! As 
he crossed the sidetrack his foot caught the rail. He 
plunged into the cinders, but was up in a flash and on 
his way, minus the suitcase, which hurtled through the 
air and burst open on a truck, showering the platform 
with books, clothes and samples. With a last desperate 
leap, he landed on the step, and, clinging there like a 
wounded bird, he shook a weak fist at his pursuers. 
BANG! The last shot in the war caromed off a wheel 
and sung wickedly up the track. This put new life into 
the stranger; he bounded up the steps and never stopped 
until he burst into the smoking room. 

Standing there, wild-eyed, panting and covered with 
sweat and cinders, he found his voice. “I'll tear him 
limb from limb!” he choked, “I'll beat him so soft he 
can stand in a bucket of whipped cream! I’ll make him 
wish his ancestors never heard of the Mayflower! I’ll—” 
he paused for breath, then, as the train slacked a bit, he 
inquired anxiously: “Are we out of town yet?” “We're 
just passing the light plant,” said the man in the light 
suit. The stranger was off again. “LIGHT PLANT!” 
he squalled, “say, if I ever get a poor defenseless light 
plant alone in the dark, there won’t be enough left to 
build a fire with!” Blank-dash the blanked light plant, 
and the goof that sicked me onto it!” He sank back on 
the cushions and wiped his reeking face. 

“That’s the eye, brother,” said the man with the big 
rock in his tie,” sit down and take the weight off your 
feet. You need rest, you’re groggy. And, by the way, 
not that I’m curious, but who is this poor fish who is due 
to be massacred when you catch him?” ‘Who?’ snarled 
the stranger, “why this bird Baccarat, or Bumrats, or 
whatever his name is. We both traveled Missouri, I 


Dabbles in Kilowatts 





met him in Joplin, and he’s ruined me, that’s all. He 
tipped me off to this deal, and I quit a good job to take 
it on. Look me over, gents, Hardluck Sam, that’s me. 
If I held a guy up for his shirt it would be two sizes too 
small! This bird told me all the good side of it, and 
I fell like a log. No yap ever bet his roll on the little 
pea with more hope and less reason.” 

“He said Slugtown had no light plant for a year, and 
must have one, and J was the man to put it over. And 
all I know about light plants you could print on a lady’s 
card! What he didn’t tell me was that the last five men 
who run this plant averaged thirty days in office, one 
of ’em was killed, three wounded, and the last guy made 
his sneak through a quarter mile of sewer. The only 
reason I didn’t come that way, I didn’t know where the 
sewer was.” 

“Say,” he went on, “did you see that guy playin’ 
shootin’ gallery with my coat-tails till I reached the dug- 
out? That was Doc Castleman, Head Alderman. *Twas 
his jack that went up the flue last night, and him a hip 
shot, too. You see, this Bangalat or Bunrap or whoever 
he is, had it all framed for me to slip over to Springfield, 
buy a plant dirt cheap and unload it on Slugtown. Well, 
Doc Castleman put up five thousand for the plant, which 
they were buyin’ from me. As the junk only stood me 
fifteen hundred, I was sittin’ pretty, and of course Bung- 
nats was to get his rake-off.” 

“What crabbed the act?” asked the man in the light 
suit. “Well,” sighed the other, ‘you never saw people so 
wild for light and power, and when we was ready to 
cut loose, you’d of thought the Prince of Wales was due 
on the evening train. The grand opening was set for 
8:30 last night. Oh, sufferin’ cats! What an end of a 
perfect day!” He dropped his head and groaned. “I 
just made it to that old hay barn a lap ahead of Doc 
and his lynchers, and I laid there twenty hours without 
a bite or a drink, till I made the dash for this rattler. 
Twenty hours in a hay barn! Ye gods!” He shook his 
raincoat and an odor of damp meadow rose sweetly on 
the air. “But” broke out the man with the gold tooth 
impatiently, “what happened?” 

“What happened?” was the agonized reply, “why dog- 
gone my sister’s old black cat! When we threw in the juice 
last night, with every socket in town on, and the band 
playin’ in the square, every lamp and fuse and every 
little thing that could be burned out went up like a sky- 
rocket! There was ninteen cases of hysterics, two of 
heart-failure, and the Fire department ran over a cripple!” 

“But—” began the chorus. 

Hardluck Sam thrust his shaking hands to Heaven. 
“For the love of Pete,’ he croaked, “will some kind - 
Christian slip me a shot? Anything from an aspirin tab- 
let to a cocaine-needle. IT WAS A 220 VOLT PLANT, 
AND EVERYTHING IN TOWN IS 110!!!!” 
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Pictorial Review of Electrical Developments 




















At last! An electric shoe shine ma- 
chine that you don’t have to tip. It 
shines a pair of shoes in one minute for 
ten cents and you know you'll get out 
safely without tipping. 


A camera-man diver about to enter the new 
photographic diving bell for underwater scenes. 
The photo was taken during the producing of one 
of Annette Kellerman’s latest plays which calls 
for several scenes under the water. By means of 
this remarkable invention, scenes rivaling the 
wildest dreams of Jules Verne are produced to 
thrill the millions of clamoring movie fans. 





There she blows (or used to blow)! After a whale is 
harpooned it is, of course, quite necessary to tow it to port. 
If it were towed in “as is” the task would be exceedingly diffi- 
cult. In the above illustration, however, a dead whale is shown 
moored to the side of a whaler while compressed air is pumped 
into the carcass, thereby making it retain its buoyancy and 
facilitate towing. 

















. 


At left—new English baby carriage called “super-peram- 
bulator” equipped with pneumatic tires and electric lights 
and footwarmers. 
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Pictorial Review of Electrical Developments 











What next! At the Aviators’ Ball given at Hotel Morrison, Chicago, 
/ they danced by wireless, music being furnished from Indianapolis. 
i Regular radio sets were used with resonators to magnify the sound. 


The electric monorail for passenger 
service hasn’t got the whole stage to 
itself. Above is an electric monorail i 
or “go-devil” used in the yards of a ' 
southern sawmill. The stacker picks up 
the truck, lumber and all, and trans- 
ports it to different parts of the yards. 


’ 


On his yacht “Electra,” shown below, 
Senor Marconi, wireless wizard, will 
cruise the Mediterranean in an _ en- 
deavor to locate the origin of mysteri- 
ous messages believed by some scien- 
tists to be emanating from Mars. 


Everyone familiar with electrical apparatus 
knows that there is an electric loss in iron or 
steel cores. However, everyone is not familiar 
with the process of determining this loss. The 
magnitude of the core loss under specified condi- 
tions depends upon the quality of the iron or 
steel. A knowledge of this property is essential 
for the satisfactory design of alternating-current 
apparatus. The test for core loss is carried out 
by building a core of the material to be tested, 
inserting it in magnetizing coils, built according 
to standard specifications, and measuring, by 
means of an accurately calibrated wattmeter, the 
energy loss when alternating current of a definite 
frequency and wave form is flowing in the mag- 
netizing coils. In this photograph, the scientist is 
undertaking such a test. 
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Pictorial Review of Electrical Developments 











Anthracite mines under the city 
of Scranton, Pa., form a net work 
of tunnels which have been caus- 
ing a great many “cave-ins” re- 
: sulting in loss of life and property. 
i Above is shown one of the large 
turbine plants that furnish elec- 
tricity for the lamps and drills in 
the tunnels and the elevators in 
the deep, narrow shafts. In the 
foreground is a huge ventilator 
which keeps the air fresh far down 
under the ground. 








being used. 


























Re-vamping Uncle Sam’s mail bags. Each sewing machine is 
driven by individual electric motors. 


Where your mutton is prepared. Endless 
electrically driven chain conveying carcasses, 
each man performing one operation as in 
the making of some motor cars. This 
method of cleaning is employed by large 
Chicago packing houses. The sheep are 
driven into the room at one end where they 
are tied to a wheel which automatically 
hangs them head downward on the moving 
chain. At this point their throats are cut; 
they are then skinned, some parts removed, 
and so on, until ready for the market. Ex- 
pert butchers are employed to do this work. 


At left—Dr. Joe Shelby Riley, Washing- 
ton’s “miracle man” who, it is. claimed, has 
accomplished wonders in restoring sight 
and hearing. Note electrical apparatus 
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| Coosa river power house and dam of the Ala- 
' bama Power Co. 
' 

i 

! 

4 

| 

| 

' 

; 

4 





One of the eleven 11,500 kv-a. Westinghouse 
transformers built for the Southern California 
Edison Co. and some of the Westinghouse em- 
ployes who built it. Is physically the largest 
single-phase transformer built by the Westing- 
house company. It stands 28 ft. from base to 
tip of terminal. 


At right—Low-pressure steam-unit of new 
60,000 kw. Westinghouse turbine-generator. 


















Largest electric shovel in the world. Lifts dirt 70 ft. and 


is operated by four electric motors totaling 800 hp. 
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Thought Stimulators . . av cmsox 


ALESMANSHIP is the most important of all pro- 
cesses of a business. 

If we liken a business institution to an automa- 
tic machine and study its actions and functions as we 
do the flow of material into the machine and the finished 
product out of it, we find a primary dependence upon the 
customer's orders, sales, just as the machine is depend- 
ent upon raw material. 


Salesmanship, getting orders into a plant, can be 
likened to a force pump, for it is direct, concentrated 


in its action. 
* * * 


UCCESS is largely a question of action. 

It does not make any difference how much any 
of us know if we do not act on our knowledge. 

Some men who know a great deal never accomplish 
anything for they do not act; other men who know little 
accomplish much, for they often act on a little know- 
ledge. 

This thought was suggested the other night by meet- 
ing a salesman on a train, who said he had that day sold 
a lot of machinery to a man who, five years before, was a 
bench man in a machine shop. He had, in the mean- 
time, built up a large enterprise. 
general intelligence and little schooling. 


He was a man of no 


This salesman went on to say that he could not account 
for the success of some of the men he met. 


We think it is very easy to account for most successes ; 
that it will usually be found the most successful men 
have the will to act. 

A man of little knowledge may make many mistakes 
by reason of his lack of knowledge, yet he forges ahead 
by action—what he lacks in knowledge he makes up in 
action. 

At times a man may use bad judgment and incur losses 
by reason of it, yet he recoups his losses with a credit 
balance by reason of more activity. His chances for 
success ure greater than if he possessed good judgment 
but no energy. 

This element of action, in its contribution to success, 
has its particular relation to salesmanship. 

A salesman may have ever so much knowledge of his 
goods and their relation to the customer, yet if he does 
not get out and call on the trade, if he does not accom- 
pany his knowledge with action, the results are nil. 

It is not the object of the writer to depreciate knowl- 
edge in any way by this editorial, but it is a plea to 
accompany knowledge with more action that we may 
reap the full fruits of knowledge. 


* * * 


HE man who successfully handles complaints and 

requests for allowances for a large business, we think 
is more frequently born than developed. In the very 
nature of some businesses, it requires an ability border- 
ing on genius. 





It requires a knowledge of the business equal to that 
of any salesman, and with an additional drain on tact 
and discrimination—in fact the service is equal to or 
more valuable than that of the salesman, on the theory 
that it is worth just as much, if not more, to retain old 
customers than to get new ones. 


The following letter is from a man who handles com- 
plaints and requests for allowances for a large Cleveland 
house. In this case the writer of this letter had an 
advantage over the one making the request, inasmuch as 
the two were good friends; but it is sometimes harder 
to turn down a friend than a stranger, and we believe 
this man would be equal to handling any request for 
an allowance. 

“Dear Charles: This will acknowledge receipt of 
your favor of the 26th of May, and mighty glad to hear 
from you. I stopped in a number of times to say ‘How 
do you do,’ but you were invariably out to lunch, and 
assume that the jewelry business is much better than 
the awning business, as we can hardly afford to eat. 

“This claim of yours was taken up with our Mr. C. 
J. Wagner, who states that the bill as rendered is en- 
tirely in order, as the overdrape or skirt or whatever 
you call this scalloped caduhey that is part of the awn- 
ing, when omitted no allowance is made, as it requires 
just as much work if not more than when made in the 
ordinary manner, and really is a special job and we 
should have asked you more than our original estimate. 
There is only a saving of a few inches of cloth, which 
is more than offset by the additional labor incident to 
it being a special job. 

“It is similar to the discovery I made in connection 
with trimmed hats. If you don’t get this just ask your 
wife. I learned that the less there is to a trimmed hat 
the more it costs, and one arrives at the result by a 
simple yet millinery system of deduction similar to the 
A hat that 
looks something like a planked guinea hen with feathers 
on, and something like a steamer basket, costs, we will 
say, in the complete state $45.00, which is surely very 
reasonable considering the price of pork chops, side 
meats and potatoes. 


check figure manner of casting the elevens. 


Very well. The milliner removes 
the guinea hen and the flora and fauna and the spinach 
and herbage and most of the garden, leaving only about 
seven yards of ribbon and a few heads of green slaw. 
The price has now gone up to $48.00. 
away all the upper works so there remains only the nude 


She then shears 


and coyly shrinking shape, and for this she asks the 
I shudder to think what 
she would charge if the customer had the naked hat 
chopped up into breakfast food and took it away in a 


conservative price of $54.50. 


paper bag. 

“I regret very much that we cannot make any allow- 
ance on the bill, for reasons as stated, and trust you will 
find this explanation entirely satisfactory. 
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“With best wishes to you and yours, I remain, 
“Yours very truly, 
“Frank.” 
* * * 
VERYONE is a fool part of the time. Most of us 
are said to be guided by two influences, one of which 
urges us to use our common sense; the other, to “jump 
im the dark.” 

This was the view of the late Henry O. Havemeyer, 
the president of the American Sugar Refining Company. 

A conservative old grocer will work early and late the 
greater part of a lifetime, and by tight squeezing will 
get together a tidy sum for old age. Then he will 
“jump in the dark” to the call of some “blue-sky” stock 
salesman, and his accumulations will go glimmering. 

Mr. Havemeyer was of the opinion that all of us are 
born fools, but that some of us are able to educate our- 
selves out of it. 

He was continually urging the young men who worked 
with him to know rather than to guess. It is pleasant 
and easy to guess, he said, but costly. Knowledge is not 
so attractive, but it is safer, and profits and success are 
built on knowledge. 

* * 
PPORTUNITY works in mysterious ways its won- 
ders to perform. 

The other day a very venerable lady, 87 years of 
age and a long time resident of New York City, showed 
us a letter written in 1837 by her sister, a Mrs. Kath- 
erine Whiting Green, then in Lawrenceburg, Ind. 

The sister had just gone there from New York to 
reside—a town 25 miles down the Ohio River from 
Cincinnati. 

In this letter the sister devotes much space to the 
phrases of an interesting and talented young preacher 
there in Lawrenceburg. 

Some years later Mrs. Green returned east to become 
a resident of Brooklyn, New York, and joined Plymouth 
Church of that city, the pulpit of which afterwards be- 
ceme vacant, and she suggested to the committee that 
they get in touch with the young minister she had known 
at Lawrenceburg. 

Mrs. Green was so insistent that the committee started 
in quest of him. He was by that time preaching in 
Indianapolis, where they heard him and from which 
charge he was finally called to Brooklyn. 

This preacher was Henry Ward Beecher. 

In Brooklyn he became a national figure, but he made 
the opportunity in Lawrenceburg. 

Success often lies in the performance of the imme- 
diate task, no matter how small the task, the compensa- 
tion, the employment, the audience or the town. For we 
never know when the eye of opportunity is upon us. 

* * # 
LL salesmen should avoid wearing anything in the 
way of dress or personal ornaments that border on 
the unusual. 

A friend of ours had a watch charm presented to him, 
a small butterfly or highly colored moth, mounted be- 
tween two pieces of glass which were held together by 
a gold rim. 


He wore this just three days. 

He found that his prospects interrupted him in the 
middle of an earnest selling argument to ask what this 
charm was, where he got it and how much it cost. 

Those that didn’t ask these questions looked at the 
charm, admired it and thought about it, rather than 
listening to or thinking about his argument. 

This same principle will apply to salesmen in stores. 
Diamonds, any unique ornaments or conspicuousness in 
clothing in the way of cut or cloth pattern should be 
avoided. 

A salesman whose goods involve reason, argument, 
thought on the part of the buyer, and who indulges in 
conspicuousness in dress or adornment is far more incon- 
sistent than if he carried a device for making a noise 
while talking; for the eye is about 25 times more active 
as a point of contact with the brain than is the ear. 

* * * 

A particular customer—we don’t mean the chronic 
kicker—is often a blessing in disguise to a business. 

The reason is that after all the one big boss of a busi- 
ness is the customers. 

A business and its product obviously take on the char- 
acter of the customers, and usually a particular customer 
is a particular boss—one that gets things done in a 
particular way, a quality way. 

The discipline he inflicts soon establishes a habit of 
carefulness which betters the quality and service through- 
out a whole business organization. 

/ 

It is criticism, complaints, kicks—just as we have a 
mind to call them—that make for perfection; for every- 
body hates complaints. 

And if everyone hates complaints, then they do their 
work in such a way as to avoid them. 

Kicks eliminate weak spots all the way down the line, 
for the consumer kicks to the clerk of the store where he 
bought the goods, who, in turn, hands it to the buyer 
who passes it on to the manufacturer, where the kick 
takes a fresh start and is passed on to the superintendent, 
on to the foreman, who, in turn, passes it along to the 
men who actually produce the goods, and it may go down 
to the man who packed them. 

All from the original kick of a particular customer, 
the man, the machine, the system or the method at fault 
is corrected. 

When customers become perfect, if they ever do, they 
will become more particular in their demands and goods 


will become perfect. 
* * * 


Be bigger than your troubles. 


A city-bred dog always finds a lot to be foolish about in 
the country. : : : 


Even though we do bargain in private, we like to show 
our ability to pay in public. : 


Efficiency is producing the most with the least effort. 


Do the thing you are afraid to do. 
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MEN YOU SHOULD KNOW 


C, S. Walker— 


ERE’S a tip to all electrical supply jobbers: 
H Don’t get C. Scott Walker, president of the Var- 

ney Electrical Supply Co., Indianapolis, Ind., 
heated up to the fighting point 
regarding sales policies or any 
other question in the electrical 
supply field. As Jeff so often 
says to Mutt “For the love of 
Mike use diiscretion’’—he has 
a right wing that is capable of 
sending a more husky oppo- 
nent into the middle of next 
week—or a little beyond. 

To look at Mr. Walker, even 
though he probably does touch 
the six-foot mark; one would 
never think that he was any- 
thing but a pleasant, taciturn, 
cordial gentleman who would 
turn his right cheek to you if 
you smote him on the left. 
Not much! Even though he is 
a man of calm, complacent dis- 
position, and not a fighting 
man, he is capable of putting 
up a wonderful opposition if 
he acquired the 
For explanation delve further. 

C. Scott Walker, or Scott, 
as he is generally known 
among friends and associates, blossomed forth on Feb. 6, 
1877 in Mill-Hall, Pa., up in the hill country where they 
have mountains everywhere as a background; woods, 
daisies, golden-rod and laurel for scenery and garter 
and rattlesnakes as “gentle’’ playmates. 

Here in this beautiful country, Scott spent his boy- 
hood days, going to school in the spring months, working 
in a saw mill in the summer months and doing odd jobs 
around the lumber camps in the winter months. 

After graduating from grammar school he attended 
Eastman Business College in Poughkeepsie, N. Y., dur- 
ing which time he probably attained a great deal of the 
keen insight into business dealings and organization 
which he possesses today. 

Upon leaving business college, Scott turned to teach- 
ing school in the obscure village of Sinnemahoning, Pa. 
He now smiles in an amused way at this experience say- 
ing that he probably got away with it more because of 
the lack of competition than personal ability. Neverthe- 
less I am not inclined to discount his ability as a teacher 
judging from my several conversations with him. 

During the spring months of the three years he spent 
at this occupation, he rode lumber rafts on the Susque- 
hanna river from Driftwood down to Lockhaven. When 
he wasn’t riding rafts he was “swinging a nasty ax” or 
“pushing a wicked saw,” and it is said he was quite 


inclination. 





C. Scorr WaLKEr. 


President, Varney Electrical 
Supply Co., Indianapolis 


adept at these “playful little modes of exercise.”’ 
Today Mr. Walker says, when he goes on camping 
trips with a few of his host of friends he grasps the good 
old ax and straightaway pro- 
the 
Since 


ceeds to nearest tree or 
few of his 
friends know of his early ex- 
periences 


woodpile. 


there are a good 
many surprised eyes directed 
his way when he starts to 
swing. 

“Where'd you get that mo- 
tion, Scott?” is the usual query, 
and_ then electrical 
men usually learn something 
they didn’t know before—a lit- 
tle story entitled “From Lum- 
berjack to Electrical Supply 
Jobber” in 23 chapters. 

Wielding the ax undoubted- 
ly helped Scott gain a place 
on the mountain baseball nine 
on which he held down the 
sack at the far corner of the 


diamond—second base. 


several 


“Old Jimmy Sebring, of na- 


tional repute in the major 
leagues, was one of my team- 
mates and closest friends,” 


says Mr. Walker. 
“Jimmy was a great old fellow but as clumsy as a baby 


‘hippo. Yet out there in the garden he usually was under 


the ball when it was hoisted his way. In his father’s 
quarry he acquired the strength of an ox.” 

Three years of this life evidently was enough for C. 
Scott Walker for in 1897, at the tender age of 20, he 
migrated to Indianapolis where he entered the insurance 
business as a bookkeeper. 

A short time later, however, G. E. Varney, for whom 
the company is named, organized the Varney Electrical 
Supply Co. for the purpose of doing a jobbing and con- 
tracting business. Shortly after.the organization of the 
firm, however, the contracting end of the business was 
shut down by a strike and never re-opened. 

Mr. Walker joined the company at the time of its or- 
ganization and opened its first set of books. Not only 
were his duties those of a bookkeeper but they extended 
to the responsibility of bill clerk, “kick” adjuster, etc., 
jobs which the ordinary salesman is glad to look at from 
a distance. 

Two and one-half years later, however, W. G. Conley, 
then secretary of the company, resigned and Mr. Walker 
succeeded him as secretary and treasurer which office he 
held until January, 1919, when he bought Mr: Varney’s 


(Continued on page 83) 



































22 THE JoBBER’s fA) SALESMAN 





Practical Psychology for Busy Men—II 


By THOMAS FULLWOOD 


Have an Objective in Life 


UPPOSE yourself to be confronted by a man who 
S would place a pistol to your head and say :—Tell 

me, or suffer the consequences, what beyond mere 
bread-and-butter considerations are you striving for—to 
what real end and purpose are 


you devoting the energy and 


which one of an assortment of bones he will take hold of 
is assured of getting his “tummy” filled. Without a defi- 
nite objective to guide his efforts, the puppy dashes 
frantically from one bone to another, preferring first this 
and then that one, while older and 
wiser dogs diminish his chances 








abilities that God has given you? 

Could you answer such a ques- 
tion without hesitation and in a 
manner that would be sufficiently 
satisfactory to warrant your in- 
quisitor in leaving your skull in- 


Health 


HIS is the second of it. 
a-series of 12 five- 
minute, common-sense 


of getting anything to eat to the 
vanishing point, by each picking 
upon a bone—and hanging onto 


Have a clearly defined objec- 
tive in life. If new conditions and 





tact? talks on Health—your enlarged vision detract from the 
Unless you are prepared to an- most valuable asset. ‘You value of that objective, change 
swer such a question as that with- are overlooking a real bet it. Change it without fear of 


out having to take thought first 
as to what you will say, you are 
handicapping your efforts and 
prostituting your opportunities. 








if you pass up this dope. 
Watch for this depart- 
ment each month. 


what others may say or think, 
provided you personally are sure 
that it will be best for you to set 
a new course. But as you love 














Because you cannot in reason 
hope to reach a safe port on the 
sea of life by journeying without a fixed objective and 
steering by the whim or fancy of the moment. You are 
then but a plaything of circumstances, going frantically 
hither today, drifting idly on tomorrow, and arriving— 
where? 


That’s frank, brutally frank, talk. It’s also true. Also, 
it is the kind of talk that any he-man enjoys and under- 
stands, because he knows it instinctively as good medicine. 
And any man who can be brought to see the wisdom, the 
vital necessity of having an objective in life and who sets 
up one forthwith is absolutely certain to be benefitted 
beyond all arguments to the contrary. The possibility 
that that objective may be succeeded by another later on 
is conceded. Nevertheless, success depending as it does 
upon the proficiency of one’s efforts, an objective of any 
sort is superior to mere aimless gropings inspired by 
nothing more important than the desire for creature com- 
forts. 


Every word, thought, action and endeavor of your 
waking hours either adds to your chances for success, or 
takes from them. That is true not only of the big things, 
but of the smallest and most trivial also. In fact, life 
is made up mainly of the little things; the big events are 
the high spots in even the most strenuous lives. And 
worth while advancement successwards very frequently 
springs from some small action or speech, the importance 
of which may not be realized until long afterwards, if 
at all. And unless one’s words, thoughts, actions and 
endeavors are governed by devotion to an objective they 
are sure to be at cross purposes. 

Without such an objective man is no better equipped 
for success than the playful puppy that cannot decide 


the good things of life have an 
cbjective—always. Have it so 
clearly in mind that it will color your every thought, 
word and activity. Only so can you reasonably hope 
for success. That is the law of life, and no man nor 
group of men can change it. There are sound psychogical 
reasons why that is so. : 

If you have not already done so, do this now. Set 
down as clearly as you can all that you seriously desire 
to accomplish in life. Put your best thoughts into that 
job, endeavoring to make it as definite and as brief as 
possible. Then study and read it over and over, until 
you have it so pat that you are sure you could recite it 
without stumbling or hesitating to one who wakened you 
from a sound sleep and asked for it. Sell yourself then 
on the possibility of your being able to accomplish every 
point—no matter how ambitious your aims, other men, 
thousands of them, have achieved as much and more. 
Then put your head and heart into what you have set 
out to do. 

There is little or nothing within reason that is im- 
possible of achievement for the man who is willing to 
stake existence itself, if necessary, upon the issue. Most 
men—if you'll observe them you will find it’s true— 
stake upon the accomplishment of their ends hardly much 
more than the possibility of being a few minutes late to 
their meals. To express it figuratively, they risk a penny 
stake in the game of life, and then bewail their luck 
because the dollars do not come their way. 

The vision of things to be done may come a long time 
before the means for their accomplishment are clear. But 
woe to him who disregards the vision. 





He that succeeds makes an important thing of the imme- 
diate task. : : : ; : ¢ : : : 
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The Range 


With The Clock— 


The Range with the Clock means freedom from household 
cares to thousands of American women. This fact, combined 
with the complete satisfaction of the service given by the 
Westinghouse Automatic Electric Range, 
is rolling up an enthusiasm and goodwill 
that mean constant profits to the elec- 
trical dealers selling them. 

We are spreading the news of this 
Westinghouse developed science of auto- 
matic electric cooking, by using many 
pages of national advertising. This is 
your opportunity ‘as a Jobber 
Salesman to associate with an 
ever-increasing busi- 
ness—that sof selling 
Westinghouse Auto- 
matic Electric 
Ranges. 





















Westinghouse Electric & 
Manufacturing Company 


East Pittsburgh, Pa. 
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OPPORTUNITY KNOCKS 
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There are many logical rea- 
sons for ornamental lighting 
that will appeal to municipal 
authorities just now. ‘They 
are summarized in an inter- 
esting booklet known as “Cut- 
ter White-Way Lighting” 
which is yours for the asking. 
You will find it a valuable aid 
in interesting city officials, 
many of whom are already 
considering street-lighting ex- 
tensions and improvements— 
suspended during the war 
period. 











Cutter Arcadian and Subur- 
ban White Way Posts embody 
all that is essential for the suc- 
cess of an ornamental post 
system, namely 
1 Attractive appearance—by day 

and night. 


2 Proper illumination. 


3 Efficiency in operation and main- 
tenance. 


An experienced corps of 
lighting specialists is main- 
tained at South Bend to help 
you secure this attractive busi- 


ness. 











ewe §=©6 WESTINGHOUSE ELECTRIC SUBURBAN 
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in building a successful lamp 
agency business in your territory 
is a Westinghouse Mazda Lamp 
contract. 





No other commodity brings 
you in closer intimacy with your 
trade than Westinghouse Mazda 
Lamps. 





There are no seasons in the lamp 
business. It is a year in and year out 
merchandising proposition. And when 
soliciting lamp business among your 
customers the way is opened for you 
to introduce your other lines. 








Westinghouse Lamp Company 
165 Broadway, New York, N. Y. 


Sales Offices and Warehouses Throughout the Country 
For Canada—Canadian Westinghouse Co., Ltd., Hamilton, Ont. 
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OW I LANDED 








Little stories of 
unusual sales ~as 
told by: 


Couldn’t Get Away With It 


HE following incident occurred 
several months ago when I called 
on one of our contractor-dealer cus- 


tomers. 


We had enjoyed a very good busi- 
ness with this man for several years 
and he and I had become very good 
friends, but on this day he was appar- 





I Torn Him a Few THINGs. 


ently in a skeptical mood regarding 
the ability of the jobbers to furnish 
various supplies as readily as had 
been the custom during pre-war times. 
After a very pleasant greeting, I 
was confronted with the following: 
Say, what the H—— kind of a 
company do you represent that your 
deliveries are so slow on a certain 
article that he mentioned but which 
neither we nor any other jobber could 
have supplied at that time at any cost. 
Believe me, that was all he said for 
about ten minutes for I proceeded to 
put on a double home-talent 14-inch 
record and while I did not lose my nut, 
the sumup was to the effect that I 
wished to impress him with the fact 
that I was representing one of the best 
companies; and I also convinced him 
that while he was surely doing us a 
great favor with his orders, we were 
doing as much, if not more, for him 
by endeavoring to give him as near 100 
per cent service as it was possible for 
anyone to do and furthermore he was 
in the wrong to expect the impossible. 
You fellow salesmen, take it from me, 
don’t let ‘anyone ask you, whatinhell 
kind of a company you are represent- 
ing without showing him that if it 
were not for the jobber, whom the 
manufacturer depends upon to distrib- 


‘salesmen. 





ute their products, that he, the dealer, 
would not be in business very long. 
Don’t forget that and you will come 
away with a larger order, as I did, 
and far more respect than you antici- 


pated. E. H. Hamblet. 


A Few Fundamentals 


OU ask for a contribution as to 

how I got the order. I can only 
give a new salesman the fundamental 
principles of getting the orders and 
here they are: Sell your goods hon- 
estly, never tell a customer a lie 
knowingly, even if it costs you his 
order at the time. Talk well of your 
competitor and remember that he has 
to live as well as you do. Never over- 
stock a customer and if you find him 
overstocked on a certain article help 
Then never peddle, 
what I mean by this is, don’t sell a 
customer a hundred irons and then 
sell Bill Smith down at the hotel one 
for his wife at wholesale or if at re- 
tail, sell it through your customer. 
Any salesman that will mix the above 


him move it. 





Don’t PEDDLE 


with work is bound to succeed whether 
he is traveling in Alabama or Alaska. 
Am I right? 

S. V. Alltmont. 


* * * 


Foot-Candle Meter Did It 
EING a lamp and lighting sales- 


man, I have been looking for 
somebody to give their experience on 
how that order was landed or how 
that lamp contract was signed with 




















the aid of that new instrument, the 
Foot Candle Meter. 

I give it credit for getting me ten 
lamp contracts and four large re- 
flector orders since the first of the 
year and believe you will be doing a 
very good turn to the jobbers’ sales- 
men when you give this little instru- 
ment publicity. 





Tue Meter Towp THE SrTory .... 


It is just as essential that we meas- 
ure. illumination—to stop guessing— 
as it is to measure steam pressure, air 
pressure, temperature, etc. and I have 
found that to talk watts per square 
foot or so many foot candles required 
is not at all hard to get across due to 
the good work the lamp and fixture 
manufacturers have done in proving 
to the public that illumination is not 
just a small part of the customer’s 
operating expense but one of the most 
important tools he uses. 

I was after a large lamp contract 
and the prospect said he wanted to 
try our lamps out first, so I sent him 
a trial case. The next day I called 
him on the phone to inquire about the 
results of his test and he told me that 
our lamps were no good, that they 
were not near as bright as my compet- 
itor’s. Of course, I told him some- 
thing else was wrong as there is very 
little difference in the Mazda lamp 
and told him I would call at his place 
as soon as I could get there. The 
Foot Candle Meter went right along 
as it always does. I found he was 
comparing our lamp with my compet- 
itor’s by burning them in series. Of 
course, there is always a chance of 
one lamp in series with another, re- 
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The Sensation of the Trade 


RE YSTONE IRONER 


“EASIEST TO OPERATE” 


NOW READY FOR DELIVERY 


“If you are not among the fortunate dealers who have placed their orders, get 
in touch at once with your jobber; or communicate direct with us and we will 
give you the name of a jobber who can supply you with the KEYSTONE 
IRON ER—\the best in the market.” 

















The last word 
in the devel- 
opment of 
this household 
necessity is 
the KE Y- 
STON E 





Putting the 
work on the 
motor instead 
of the opera- 
tor is the 
Happy Idea 
of the KEY- 


J 
e 





IRONER. STONE. 














THE KEYSTONE IRONER is the ONLY Ironer on the market that with 
a SLIGHT PRESSURE of the FOOT automatically moves the roll for- 
ward and puts the machine in operation. Another slight pressure of the foot 
releases the roll which automatically moves back and stops revolving. 
BOTH HANDS FREE AT ALL TIMES to handle the goods being 


ironed. 


2130-31 Otiver Buitpinc \> | PiTTSBURGH, PENNA. 























W. A. DONKIN, Pres. 
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gardless of manufacture, burning a 
little brighter than the other. This 
is due to any slight difference in re- 
I asked him to test them in 
a room where he had multiple cir- 
cuits or straight 110 volts and the 
Foot Candle Meter showed that they 
were giving the same intensity. 


sistance. 


He told me I got the contract be- 
cause I went after this job as if I 
knew what I were doing and believe 
me, fellows, the Foot Candle Meter 
did it because I wouldn’t have had 
any way of showing him otherwise. 
The 
when it comes to a case of this kind. 


A. C. Genor. 


* * * 


eye is a very poor instrument 


Electrically Right 
WAS traveling western Pennsyl- 
vania several years ago for a 
well known jobbing concern which 
specialized in the highest grade of 
electrical supplies. 

We were doing a fine business and 
running neck to neck with our compe- 
titors. For some reason or other, 
however, we were not doing as well 
as we should in a certain near-by city, 
which carried on a very large elec- 
trical business. Our customers here 
seemed to be those contractor-dealers, 
who dealt in the better makes of ma- 
terials, and consequently they were the 
fellows who accomplished the best 
work. 

However, seeing it was not neces- 
sary to do good work, on account of 
the absence of an Underwriters’ in- 
spector, the majority of contractors 
had drifted into the satchel-carrying 
type and appeared to have their of- 
their hats. These 


fices in fellows 


Ht 
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were doing a lot of business, and, as 
price was their only object in pur- 
chasing, they passed our company up 
and bought inferior goods elsewhere. 

It fell as my lot to be placed on 
this territory to work it up and bring 
something before these fellows that 
would make them come our way. 

I called on one particular customer 
the first day out and we got right 
down to brass tacks and talked the 
matter over from every angle. He 
appeared discouraged and complained 
of not receiving his due proportion 
of work. People would not purchase 
because his prices were too high. His 
bids on contracts were passed up for 
the same reason. Cheap competitors, 
who roamed from town to town, were 
cutting in on him, and taking away 
his business, always leaving behind 


ORGANIZED THE INDUSTRY 


them half completed jobs, and at all 
times menacing the standard of elec- 
trical efficiency. There was no reason 
in the world why he could not go in 
for cheaper materials and inferior 
work, it all being a matter of prin- 
cipal. 

These same things I found true in 
discussing the subject with our other 
electrical customers. 

Right here, fellows, is where I took 


my first step on the offensive. I 


And— 


We Will Pay $5.00 For Every Letter Published 


HN 


brought together as many electrical 
dealers as possible and had an elec- 
trical session. The point I had up 
my sleeve, for this trouble, was the 
appointment of an Underwriters’ in- 
spector for this particular town; one 
who would insist on contractors doing 
work to conform with the Under- 
writers’ specifications. I went into 
a very lengthy discussion on the mat- 
ter and, after exhausting plenty of 
air, I finally gained my point. They 
began to see light and the real value 
of such a thing dawned on them. 

The results of my work soon began 
to show on our sales record. Orders 
were coming in steadily and things 
took on a different aspect. Our cus- 
tomers not only received more money 
for their work but also work that had 
already been done by these so-called 
satchel carriers, which had not passed 
the Underwriters’ inspection that took 
place from time to time. 

Our last sales report showed we 
were receiving 75 per cent of the elec- 
trical business in this town, quite an 
improvement over what it had been, I 
must say. Our jobbing competitors 
soon became hip and fell in for better 
lines of material. We had the jump on 
them, however, because we held the 
reputation of handling better goods, 
and as an asset, we ha4 the dealers’ 
friendship. The latter 1s a very im- 
portant point, indeed. 

Probably this same discrepancy 
would apply to some other case. No 
harm in trying it, as it all helps to ac- 
complish not only the slogan “Every-, 
thing Electrical,’ but at the same 
time, “Everything Electrical’ done 
right. 

John A. Cofferty. 


HS 


Tell Us How You Landed The Order 


Write a letter telling how you secured an order in the face of difficulties; or how 
you overcame some obstacle that other salesmen may be confronted with. An in- 
cident that may seem simple to you may help the other fellow land. 

If you want the suggestions of your fellow salesmen you must do your part by 
giving them the benefit of your experiences. 


INULIN 


Ell 










THE JOBBER’S [f] SALESMAN 








UNIVERSAL 


Heater Cord Set 


For Over-the-Counter Sales 

















A new piece of quick-moving, profitable 
shelf merchandise for jobbers and jobbers’ 


salesmen. 


Attachment Plug Universal Appliance Plug 
7-ft. Rockbestos Heater Cord 
Connected and packed in attractive 3-color package 
Here is the opportunity for the jobber to solve 
the problem of how to quickly and profitably 
render the dealer real service on heater cord 
renewals for appliances. 


This one package answers a// demands for all 


Fits @NY makes of appliances. 
Socket Now you can get complete sets and sell them 


at a known profit. 


Saves Sales Cost, Saves Time, 
Pleases Your Trade 


Get them—tell your dealers about 
it—they sell quickly. — 


This is the first time that you have been en- 
° abled to meet this big existing need in a con- 
Fits any structive, paying way. 


Appliance Marlin-Rockwell Corporation 


Insulated Wire Division 


Terminal New Haven, Conn. 
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VER try to feed the buyer?” 
asked Green. 

“Yes, tried it twice in different 
places, but I’ve concluded it can’t be 
done. 

“It was during the war. I was 
hard after Halbert’s contract. Hal- 
bert, as you know, weighs about 115. 
I got the notion that he was in need 
of two things, a good dinner and a 
warehouseful of our product. So I 
invited him down to the Ardorf. The 
Ardorf was famous for food for gen- 
tlemen of Halbert’s caliber and girth. 
Ambitious to do the thing right, 1 
ordered for a lean and hungry man. 

“The dinner was brought. The 
table creaked under the load. Hal- 
bert frowned. ‘I’m sorry,’ he said, 
‘but there seems to be some little mis- 
understanding between us. During 
this war I’d deem it highly unpatriotic 
to waste such a quantity of nourish- 
ment needed here and abroad.’ And 
turning to the waiter, said, ‘Please 
bring me a couple of poached eggs 
and a glass of milk.’ We finished in 
silence. 

“Well, I came across Halbert 
again two months ago. How about a 
little dinner?” I asked. 

“Fine!” he answered. 

“T resolved to make amends for my 
last blunder. 

“So that evening I walked him into 
‘Childs.’”’ “You see,” said I pointing 
to the cold marble top, “at least I’m 
patriotic.” 

“T see,” he replied coldly, “but 
since the armistice I’ve been living at 


the Ardorf.” 


* * * 


NEVER fail an opportunity to 

drop in on an electrical contractor. 
And I’m always “paid in full’. 
I get more tips on merchandising in 
these excursions than the Consoli- 
dated Association of Salesmanagers 
were able to conjure during the long 
Regime of Ideas, ending last July 1. 

Not long ago I dropped into a 
Main street store. Seldom have I 


seen a more completely equipped or 
better arranged shop. All lines were 
artfully displayed. The proprietor, a 
clean cut, careful, alert young fellow, 
was in the act of selling an electric 
washing machine. He explained the 
unusual features of this model to his 
prospect, and he did it artfully. 

The prospect was interested. The 
prospect was persuaded. His face 
registered desire. He was reaching 
for his pocketbook. It was to be a 
spot cash sale. 

Just then he noticed the wringer re- 
lease. ‘What's that handle for, is 
that to stop the wringer?” 

“Why, why, no,” stammered the 
proprietor. “That’s in case your 
wife’s arm gets caught in the wringer. 








“How about a little ‘gollof’ out at Bel- 
mont this afternoon, Perry?” “Abaloot 
(meaning absolutely),”’ says Perry 
Boole, sales manager, Electric Appliance 
Co., Chicago. The only trouble with 
golf this year is that Perry’s sure we’re 
going to have a long, hot and “dry” 
summer. From the looks of his face he’s 
going to treat the little old pill pretty 
rough. 














That’s to enable you to release her 
arm and get her out. That’s what 
that’s for.” 


The prospect shivered and grew 


pale. Without another word, he 
turned and fled. 
* * * 


HE rain was beating against 

the car windows. ‘Miserable 
day,” I remarked to the salesman 
strapping up his case. 

“Not so bad,’ he grinned good 
naturedly. “I like rainy rays. I sup- 
pose it’s because I was raised on a 
farm, that I can see some virtue in 
a rainy day. On the farm we always 
made hay while the sun shone. But 
we washed the slate on rainy days. 

“And now that I’m in the selling 
game the habit sticks. I make hay 
while the sun shines. And a murky 
sky is always a signal to go out and 
clean up. 

“A fellow has to begin a rainy day 
right. My habit has been, to look 
at myself in the mirror, smile and 
nod. And I always receive a nod and 
smile for my pains. 

“Most people slosh around on a 
wet day, spreading the Gospel of 
Gloom. This is wrong. If you have 
a smile in your system, play it up 
on a rainy day. It’s just as reason- 
able as a bright light on a dark night. 

“Remember the rain we had last 
Monday? Well, I called on Jenkins, 
purchasing agent, for the Wand Com- 
pany, that afternoon. There was no 
long line on the reception bench to 
hold me up and frown me down. Jen- 
kins was glad to see me. ‘Gosh, I 
was getting kind of lonesome. I was 
afraid they’d put an embargo on you 
fellows,’ he smiled. 

“He was in a mighty good humor. 
He heard my proposition through and 
gave me a nice order. 

“We chatted a little while, then he 
asked, ‘Raised on a farm weren’t you? 
Well, so was I, so were most of us 
purchasing agents. And try as we 
will,’ he smiled, nodding toward my 
















THE JOBBER’S [A] SALESMAN 



































a 





| melon wert 
re 





N developing “‘H & H”’ Switches 

from the standards of years ago to 
the compact, attractive, smooth-acting 
mechanism of to-day, the ““H & H”’ 
engineers have been among the most 
progressive leaders of the industry, still 
maintaining the original principles of 
°°H & H” Switch construction. 


They will not rest on their laurels 
but will continue to keep the “‘H & H”’ 
Switches at the forefront. It will be an 
assurance to electrical contractor and 
dealer alike that whatever is best in 
switches and wiring material will be 


found under the‘ H&E "and “‘Paiste’’ 


trademarks. 


THE HART Go HEGEMANMeFGCo. 
Hartford, Conn. U.S. A. 























SWITCHES 
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order book, ‘We’re always sold on a 
rainy day.’” 
* * ~ 


ERSONAL appearance goes a 

long ways toward selling the 
salesman to his customer. A_ nice 
clean shave, polished shoes, clean 
linen, becoming necktie, and a good 
suit of clothes do not signalize a fop. 
Your outfit, your attire, create impres- 
sions good or bad. So far as the 
buyer knows, you typify the house 
you represent. You can’t afford to 
spend on your clothes a cent less than 
you can afford,” spoke the immacu- 
late gentleman. 

“You're a traveling man,” he said, 
“and dress to sell. The greatest 
sucker investment a fellow can nego- 
tiate is a cheap suit of clothes.” 

“Reminds me of Jones,” he con- 
tinued. ‘Jones was selling to make 
his bonus. One noon at lunch, Mrs 
Jones began to wax enthusiastic over 
a new suit she had seen in a down 
town window. Money was a sore 
point with her husband. He ex- 
pressed himself in unmistakable 
terms. ‘Not a single cent goes for 
clothes out of my regular salary. My 
bonus buys our clothes. I’ll put the 
Hottentots to shame before I'll slice 
into my regular salary. That’s final.’ 
Mrs. Jones, knowing her husband, 
passed the spinach, while little Alice, 
aged six, sat awed at the prospect. 

“A few evenings later came Mrs. 
Merkins to dinner. Mrs. Merkins 
was one of the town’s proper people. 
The Joneses were bidding hard for 
her favor. Papa Jones was prepar- 
ing to dress for dinner. He sat on 
the edge of the bed wearing a con- 
templative frown and a_ suit of 
B. V. D.’s when spied by little Alice. 

“Alice rushed out and tearfully 
plead with Mrs. Merkins, “To come 
an’ see sumfing’. She led Mrs. Mer- 
kins to the door, threw it open, and 
cried, as she pointed to the. B. V. D.- 
clad-Jones, ‘See what the bad,’*bad 
bonus did to my poor, poor papa.’ 

“Jones colored, Mrs. Merkifisycol- 
lapsed. She left and never called 
again. 


“You see it’s all in the attire. 
B. V. D.’s are cool and comfortable. 
But to pass muster you've got to 
cover-up. 

“Jones was wrong; he started at the 
wrong end. Let your new suit help 
you to the bonus, not the bonus help 
you to the suit.” 

“May I ask your business?” I in- 
quired cautiously. 

“Certainly, I’m a tailer.” 

* * * 
HE epigram man says, “A loco- 
motive is a powerful instrument 
on its own track but weak and destruc- 
tive off it.” 

Sid says, “You wouldn’t go to a deaf 
mute school to take elocution lessons.”’ 

The linotype man says a real sales- 
man can sell baby carriages to an old 
woman’s home. 

These are interesting as points of 
view. 

The last particularly because of the 
mighty tribute it pays us salesmen. 

But to sell goods you have got to 
know your prospect. Your man is in 
business to make money. If he isn’t, 
he won't. If he’s a willy nilly sort, 
he’ll saunter out some blue day over 
the rocky route to Bankruptcy. 

“Business is business. If you have 
a good line believe in it. Sell it on 
its merits. Put the message across 
with enthusiasm and vigor. Overcome 
all obstacles. Break down all opposi- 
tion. This will build you a damfin 
business. 

“Learned my lessons early in the 
game,” went on the old salesman. 
“Simmons of Detroit was my tutor. 
He was a base ball enthusiast from 
the first ball pitched. Went out to 
the park one Sunday P. M. to watch 
Cobb and the lesser tigerish satellites. 
Just below me sat Simmons. He was 
all enthusiasm and my chief prospect 
for the morrow. Consequently I 
divided my attention between the tal- 
ented Ty and the prospect Simmons. 
I saw myself selling him Monday, an 
order that would make the fellows 
back in the factory grin and dig in. 
I’d get my picture in the house organ, 
passing Old Man Monthly Quota in 
the Marathon. I had visions of com- 


missions transformed into a Chalmers 
Six. Then the game ended and I had 
the dope on Simmons. 

“Next morning found me in his of- 
fice. I’d spent a part of the morning 
mastering the details of that game. 

“I was going to sell my man on his 
hobby. I began with base ball. I 
swung into yesterday’s game. Then I 
launched on Ty. You would have 
thought I was his special press agent. 
When I finished Simmons looked up 
at me soberly. Then I attempted to 
switch in on supplies. He drew his 
watch from his pocket. ‘I had twenty 
minutes to spare, he remarked. “That 
time’s up.’ 

“*But’—I began. 

“He held up a warning finger. 

“T stopped. 

“Young man,’ he began with dig- 
nity, ‘I am a great admirer of Tyrus 
Cobb. I set aside a part of every Sun- 
day afternoon to see him in the home 
games. But my observation has been 
that on the field he plays ball—plays 
ball every minute—nothing but base 
ball. 

““As I remarked, I enjoy base ball 
Sundays but apart from then I devote 
my entire time to business—nothing 
but business. 

“ “Well, I must hustle now to catch 
up. Good day.’ But he paused a 
moment to add dryly, ‘And mark you 
I never once have discussed business 
at a base ball game’. 


“Well I never succeeded in getting 
another audience with him. He uses 
our goods, yes. But he always buys 
direct. Since that experience I’ve 
stuck to the track. Never once have 
I tried to fly kites in the cellar. Life 
since then has been a carefully worked 
out schedule of strictly business—a 
place for all things, but everything 
in its place. I’ve found it pays. 

“As the young miss remarked one 
evening to her companion, after a daub 
of powder, two drops of belladonna, a 
blue pencil stroke, a splash of rouge 
and a sprinkling of star dust in her 
raven hair, ‘Men are funny things, 
ain’t they, Mame?’ 

“So it is with these birds who buy— 
you never can tell.” 








next one you hear. 





ELP us make this department of maximum interest. 
about the boys in the trade. 


If humorous—so much the better. 


We want true stories 
Send in the 
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Dg) Sell Lightning Arresters Now— 


While the actual flashes endanger their 
service and plants 


Now, of all times, it is easiest to sell your customers Garton- 
Daniel and Expulsion Type Lightning Arrester. 


Tell your Central Station and Electric Railway customers that 
their apparatus has doubled in value and repairs have greatly in- 
creased in cost and that they should double their lightning pro- 
tection. They know that the Garton-Daniels arrester has been 
in service for over a quarter century and that it is the most re- 
liable and efficient arrester for protecting their important ap- 
paratus. 


And you should tell them that the Ex- 
pulsion Arrester is principally for the 
protection of transformers. Get your 
customers to protect each transformer 
with an Expulsion Type Arrester and 
you've got good steady business. 


Convince him that his apparatus is of 
such great value that it is worthy of the 
small amount of capital required to buy 
lightning protection. 





Sell him Garton-Daniels and Expulsion 
Type Arresters and you will have a satis- Gastan ieiebe 





Expulsion Type 
Arrester fied customer—always. Arrester 





FELectric SERVICE SUPPLIES Co. 


Manufacturer of Railway Material and Electrical Supplies 


PHILADELPHIA NEW YORK CHICAGO 
17th and Cambria Streets 50 Church Street Monadnock Building 
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One excellent way of popularizing 
the electric dish-washing machine is 
to loan a machine to the next church 

that holds a “sup- 
Loan per”. A. M. Lit- 


tle, president of 
the Mohawk Elec- 
trical Supply Co., Syracuse, N. Y., is 
a strong advocate of this plan as he 
has ‘had an opportunity to observe 
its operation at first hand. Usually 
such affairs are conducted by a 
volunteer corps of the most influential 
women in a community and the ad- 
vertising secured for the dish washer 
is most valuable, especially in view of 
the well known aversion of women in 
any station in life for dish washing. 
The plan also has possibilities in con- 
nection with lodge parties, and many 
other community affairs involving a 


“feed”. 


Dish Washers 


* * * 


A great many salesmen fail through 
inherent inability to sell; others fail 
because of a lack of punch and pro- 

gressiveness; 
Self others fail because 
Confidence of fear—fear, not 

of danger, people 
in general or the inevitable but of 
those supposed to hold superior posi- 
tions in society, or other lines of en- 
deavor. This last fault is one purely 
of misunderstanding and one that 
should be more easily corrected than 
some others. 

In line with this subject, “Self- 
Confidence”, there appeared in Cur- 
rent News,. a monthly publication 
of the Matthews Electric Supply Co., 
the following very pertinent editorial 
comment: 

“In some stores, principally in 
iarge cities, you will find salesmen 
who seem to cringe before custom- 
ers, whom they foolishly think are 
superior to them because of being in 
different lines of work. A salesman 
who does this had better be in other 
employment. 

“There are no ‘degrees’ in useful 
labor—at least in democratic Amer- 


> 
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ertinent Sales Facts and 


Figures 


ai. 





ica. The ditch-digger is of just as 
much value to the community as the 
banker, something that the doubting 
banker would find out if there were 
no ditch-diggers to do that work. 

“A store manager once said to his 
sales force: ‘I notice that some of you 
men act small and seem half scared 
to death when you are waiting on 
people who have a high social position 
in town here. 

““T want you to understand right 
now that this is a mistake. I want 
all of you to feel that in the work you 
are now engaged in there is needed 
far more knowledge than is required 
to be a society butterfly, and that 
those customers before whom you 
seem to feel so small would be abso- 
lutely of no use, in most cases, if you 
gave them a chance to do your work. 

““T would like you all to consider 
yourselves as specialists. You are 
just as good as the men who travel 
for the factories and wholesale houses. 
You don’t happen to notice any of 
them crawling when they come to sell 
me something, do you? Your terri- 
tory is just so many feet back from 
those plate-glass windows, and your 
trade comes to you without any spe- 
cial effort on your part. 

““Tf you know your goods; if you 
have developed the power to per- 
suade; if you are gentlemanly in your 
appearance, manner and language; 
if you always try to make your cus- 
tomers feel that they want to trade 
with you again—why, what reason 
have you for feeling small? Don’t be 
chesty, or indifferent, but maintain 
your self-respect with all comers.’ ” 

* * * 

The idea of using an advance card 
carrying a photograph of the sales- 
man is not new, but the Tupelo Cot- 
ton Mills have 
given the idea a 
new turn by tying 
up the salesman’s 
business card with the advance card. 
On the advance card a photographic 
head of the salesman is used with a 


Advance 
Cards 


cartoon body. The salesman is shown 
covering the states of his territory 
which have been drawn up in three 
colors and a dignified appearance is 
given them through the character of 
the ari work and the quality of the 
cards. The busine’s card carries that 
part of the design picturing the sales- 
man and has a distinct tie-up to the 
advance card. 
* * aa 

Frank Hilton, president of the 
Central Electric Co., Detroit dealers, 
has a slogan which is very pertinent 
to the jobbing 
field and to job- 
bers’ salesmen. As 
Mr. Hilton says, 
it includes the three big “C’s’— 
“Congenial Co-operation Counts’. 
All the diverging policies of the vari- 
ous jobbing houses and all internal 
friction between jobbers’ salesmen 
and the “indoor men” could be laid 
quietly to rest if this little slogan 
were universally adopted and strictly 
adhered to. 

It is all in knowing one another, 
getting acquainted and working to- 
gether. Learn each other’s eccentrici- 
ties, peculiarities and thoughts: come 
to a mutual understanding and then, 
instead of using the tomahawk, re- 
member the little slogan. 

These little things are mainly what 
is wrong with capital and labor and 
the many conflicting nations of this 
troubled universe. They do not know 
each other; they are not on a com- 
mon basis of understanding and con- 
sequently cannot interpret each other’s 
actions in the proper sense of the 
word. Representatives of the English 
Draper’s Association, now touring the 
country, are doing excellent work in 
this regard. Why shouldn’t jobbers 
work for a mutual understanding be- 
tween themselves as these Englishmen 
are promoting a friendly relationship 
between the United States and Great 
Britain. Know each other and work 
together. It will then be found that 
“Congenial Co-operation Counts.” 


Co-operation 
Counts 
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1857 





Est. in 
Chicago 


These are staple 
articles which can 
undoubtedly be 
stocked to advan- 
tage. 












Electricians’ 


KNIVES 
SCISSORS 
TWEEZERS 


We have a large stock Write for 
: Descriptions 
on hand for immediate peo 


Quotations 


delivery at attractive 
trade discounts. 


Mathias Klein & Sons 


Tool Manufacturers 
Offices and Factory, 3200 Belmont Ave., 


CHICAGO, ILL. 
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You never can tell by the popula- 
tion of a town what it can do. Re- 
cently Altus, Okla., a town of incon- 

sequential size out 
Electric in the sparsely in- 
Shows habited southwest, 

held an electrical 
show which for spirit and advance- 
ment in the general use of things 
electrical need not take a back seat 
for any of the larger shows being 
frequently held in big cities. 

About $2000 worth of electrical 
appliances were retailed at the show. 
Baking and cooking contests, using 
electric ranges, were held twice daily 
in which the public enthusiastically 
participated. The show was a com- 
plete success from every standpoint. 

The electrical show idea is becom- 
ing more popular everyday. The pub- 
lic is anxious to know more of the 
usages of things electrical and it will 
pay admission to learn. If it is that 
anxious it surely will not be hard to 
sell. Few towns are too small for 
some kind of an electrical exposition. 
Not an electrical show yet has been 
heard to be a failure from reports re- 
ceived. 

It is an excellent idea and should 
be encouraged everywhere. 


* * * 


There are salesmen, many of them. 
Yes, but some are salesmen in name 
only while others are salesmen in 

practice. In an 
Salesmen article on “Sales- 
vs Order Takers manship’’ the 

Mason Mail pre- 
sents a very good graphic illustration 
of the difference between salesmen 
and order takers. After dwelling at 
length on the subject it concludes: 


“But when a man takes a new and 
untried article, being introduced by 
an unknown house, studies its merits 
and selling qualities, becomes enthu- 
siastic as to its possibilities, finds 
possible users and creates an interest, 
sustains the interest and creates a de- 
sire for possession, turns the desire 
ito a determination to buy his goods, 
secures the confidence of his customers 
and makes the sale—in fact, creates 
a market and supplies the demand, 
he calls himself a salesman—and so 
he is! He is also a producer and a 
diplomat of high degree. He sells by 
method and _ science—salesmanship. 
He is the ‘man who can produce re- 
sults.” 


Verily the author of this article 
strikes the nail on the head. The only 
difference between the salesman and 
the order taker is that the salesman 
gets what he’s worth, while the order 
taker is worth only what he gets— 
which isn’t much. 

* * * 


More than 2000 manufacturers in- 
terested in the lighting of their fac- 
tories and offices, Mazda lamp agents, 

central __ stations 
Foot-Candle schools and lamp 


Meters and lighting 
equipment _ sales- 


men have purchased foot candle 
meters during the past few months. 
Each of these owners have found this 
instrument to be an invaluable as- 
sistant in correcting lighting condi- 
tions and landing contracts. 

Many jobbers who use the foot- 
candle meter report that they have 
been very successful in securing lamp 
and lighting equipment business with 
it. The meter frequently has cor- 
rected cases where the voltage tag 
was missing from the lamps. A Louis- 
ville dealer attributes his receiving 
a $1000 contract entirely to the 
foot-candle meter. 

Are you one of the 2000 who are 
increasing their production, business 
and sales by means of this simple 


instrument? 
* * * 


It is easy enough to tell a customer 
when he comes in that you have not 
the switch or wire, or whatever it 

may be, in stock 
Appreciated and then walk 
Service away and wait on 

another customer. 
You lose that customer almost every 
time. I believe the proper way is to 
say “Have you tried any other elec- 
trical supply houses?” If he says 
“no,” go over to the telephone, asking 
him to come with you, and call up 
several houses asking them if they 
have the merchandise that he wants 
in stock. If you land one that has, 
tell him where they are located and 
he will thank you kindly. When he 
leaves, he feels as though you have 
put yourself out very much for him, 
and you can rest assured that you 
will see him quite often in your store. 
It makes a hit every time. This way 
is far better than telling him of three 
or four supply houses that may have 
the merchandise and let the customer 








walk the town half of the day—and 
you never lose out when he wants 
something big. 


* * * 


Interesting statistics on the benefits 
of proper illumination, how there will 
be more light per unit of current con- 

sumed, less sick- 
Hint to ness, and de- 
Industrials creased labor 

turnover are con- 
tained in a report of a large insurance 
company. In this report the writer 
says that “a survey of 91,000 acci- 
dents from the company’s records for 
the year 1910 shows that 23.8 per 
cent were due to improper illumi- 
nation.” The author explains that 
there are now fewer such accidents, 
due to the progress in illumination, 
but states that: “There is foundation 
for the assumption that 18 per cent 
of our industrial accidents today are 
due to defects in the lighting installa- 
tion. On that basis 108,000 men for 
one year are lost annually because of 
insufficient light.” 

. * * 


What seems to be a missing link in 
the electrical supply business is a de- 
partment that can devote its entire 

time to compiling 
The Missing sales. statistics, 
Link ferreting out new 

sales channels and 
conducting publicity and sales cam- 
paigns of various sorts—in short a 
sales promotion department. The 
sales department sidesteps this work 
as being too busy and as few jobbing 
houses have advertising departments 
this work is carried on in a slipshod, 
haphazard way by the sales manager’s 
assistant or department heads. Not 
much of anything is accomplished. 

Such a department is generally 
called a sales promotion department 
but sometimes a commercial research 
department. Its duties are unbounded 
and yet there is no set course or plan 
of action to follow; in fact the func- 
tions of this department include such 
jobs as the other departments have 
not the time nor inclination to do. 
When formed, a sales promotion de- 
partment would do well to start with 
a clean slate. It usually has to build 
itself out of nothing and create its 
place out of the tag ends of oppor- 
tunities that are being neglected or 
overlooked by other departments. 


Electrical supply jobbers are mere- 
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Talking Points 


The AB Holder Socket 


The AB Holder Socket of ABolite Reflectors is 
interchangeable so that reflectors of different shapes 
and sizes may be substituted without altering the 


electrical wiring. 


The socket consists of a porcelain enameled steel 
shell or cup, having welded corrugated sides and 
carrying a porcelain lamp receptacle. The corru- 
gated sides are open at the top and bottom. The 
heated air rises from the lamp, passes out at the 
upper end of the corrugations and in so doing, 
causes an induced draft of cold air to be drawn in 
through the lower openings of the corrugations 
above the reflector lowering the temperature of the 
air within the holder socket. The corrugations 


themselves materially increase the radiating surface 


of the shell. 


The AB Holder Socket is just one of the good 
points of ABolite equipment. 





on ABolites 





ABOLITE REFLECTORS—Four types 
of reflectors: RLM, Shallow Dome, 
Deep Bowl and Angle Bowl—furnished 
interchangeable with three types of 
holders and three additional types of 
one-piece neck construction—for In- 
dustrial Plants, Sign Illumination, Show 
Windows, Roadways, Sidewalks, Yard- 
ways, Garages, etc. 


Small Motors—Gyrofans 





ADAMS-BAGNALL ELECTRIC CoO. 


CLEVELAND 
29 E. Madison St. 


Chicago 
































The Master 








The 
BENJAMIN-STARRETT 
Ready-to-Ship Panel 
of 
Bases oe coral iy os — _ ect = 
strength. Unaffected by heat, moisture, oil 
or acid. 


.. Formed from hard drawn 
Bus Bars copper and concealed in the 


ae \ d f 
Circuit Switches (rare tes ‘of 
10 ampere enclosed switches in rene hes 
also or 30 ampere knife switche in 
branche 

g-inch thick, slotted to receive 


Barrie a) 6 ranch circuit and main wire 


ond arranged to telescope the panel. By 


lo ling two wing nuts any side of the 
0 ame may be adjusted re adily or removed 
mpl ‘tely without interfering wi vith the other 


ides. 


W e -ight less 


W eights and Siz Cth on 


nt = any corresponding size and type of 
te ate panel ‘ia yard. 
ox —_ » inches of space occupied is, circuit 
uit the smallest panel be ard made. 
Ber 1jamin-Starrett Sto ck Panels in cabi Dinets 
are carri - in stock at all times at the ob- 
bers or at our factory “ready to ship.’ 























EN/AMI 


Makers of Things More Useful 




















Record 


‘pee a phonographic record may 
be poured all the artistry—all the 
ingenuity and enthusiasm of genius. 
But it is the reproducing medium 
that gives back this artistry in terms 
that are understood. Until repro- 
duced, this message, however perfect 
and inspired, remains mutely buried 
in cold material. 





















The Benjamin-Starrett Ready-to- 
Ship Panel Board isa Master Record 


of electrical ingenuity. 








It only remains for you, the sales- 
man, to translate into selling terms 
the perfection therein oon and 
repeat its message to an eager dealer 
audience. 


ee 


The commodity you know is the 
best in its line inspires you with con- 
fidence and enthusiasm. Confidence 
and enthusiasm put punch into your 
sales efforts. “The combination of 


iene. 
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and the Re-Producer 


all factors makes of you a master re- 
producer and in consequence a mas- 
ter producer. 


In the Benjamin-Starrett Ready- 
to-Ship Panel you will find inspira- 
tion for a world of enthusiasm. You 
will find therein points that. invite 
every comparison and meet every 
possible objection. 


You are backed by quality adver- 
tising and a name that stands for 
quality in itself. 


As a salesman you cannot put more 
into your message than is found in 
your product. [he Benjamin-Star- 
rett Ready-to-Ship Panel is a Master 
Record for a Master Re-Producer. 


Write the Advertising Dept., 806 W. Washington Blvd., Chicago 


BENJAMIN ELECTRIC MFG. CO. 


Factories: Chicago and Desplaines, III. 
Sales and Distribution Offices; 
247 W. 17th St., New York 806 W. Washington Blvd., Chicago 
580-582 Howard St., San Francisco 
Benjamin Electric Mfg. Co. of Canada, Ltd., Toronto, Canada 
The Benjamin Electric, Limited, London, England 


__BENJAMI 


Makers of Things More Useful 


























The following are divi- 

sions of Benjamin prod- 

ucts on which we will be 

glad to send information: 

Industrial Lighting Di- 
vision 


Electrical Division (in- 

cluding Benjamin Two- 
Way Plug) 

Pressed Steel Products 

ivision 

Enameled Products Di- 
vision 

Starrett Panel Board 
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ly scratching the surface of their 
business possibilities. Where one 
salesman now has a state or a half 
a state as his territory, he would 
probably have all he could do to cover 
a few counties thoroughly if some 
competent individual or department 
was authorized to uncover the many 
overlooked sales outlets. 


Sales campaigns are conducted in 
many jobbing houses by department 
managers who have a great deal of 
detail work and correspondence to 
take care of. Consequently they are 
poorly conducted and many lines of 
goods lie dormant on the stockroom 
shelves while they might be enjoying 
a very satisfactory rate of turnover 
if a sales promotion manager were 
installed to see that the job be done 
right. 

Such a department should gather 
all manner of sales statistics and yet 
have the authority to put these sta- 
tistics to active use. With a thorough 
geographical acquaintance with the 
territory and a knowledge of how 
much of this or that could be sold 
here or there, the turnover could be 
made so much greater that the sales 
promotion department would soon 
pay for itself in the increased yearly 
percentage of profits to the house. 

There are electrical manufacturers 
who have such departments and these 
manufacturers have developed an im- 
mense sales capacity from the depart- 
ment’s efforts. Such a department is 
even more applicable to an electrical 
supply house where the multiplicity 
of items calls for a rapid turnover to 
realize a sufficient percentage of profit 
on the investment. 

Sales promotion work is even more 
necessary in the jobbing field now 
than it ever was, due to the widespread 
action being taken by jobbers of 
marketing appliances through separ- 
ate departments and special salesmen. 


The subject is broad, its scope un- 
limited and its value unbounded in 
proportion to the rope it is given. In 
a manufacturing concern, or jobbing 
house that has an advertising depart- 
ment the sales promotion department 
is the connecting link between the 
two, but in a jobbing house without 
an advertising department it functions 
both ways—as an advertising and 
sales promotion department. It is 
sufficient to say that it is a much 
needed and little appreciated factor in 
the organization machinery. 


Here’s a way to sell more toasters. 
The Jolly Gargoyle, a restaurant in 
Columbus, O., has an electric toaster 

on each table so 
New Toaster that patrons may 
Field make their own 

toast, thereby 
being positive that they get it fresh 
and hot. 

It was thought at first the fad 
would wear off, but, instead, it has 
become quite popular, among the 
men, especially. A toaster to a table 
would run into a nice order if the 
restaurant were of any size at all. 
Many restaurants have little indivi- 
dual lamps on the tables and the 
toaster could be plugged into the same 
outlet as the lamp, creating at the 
same time a new. opening, to slip in 
some two-way sockets. Try it out. 

* * . 

A short time ago we heard of a lady 
who extracted fleas from her pet 
collies with a vacuum cleaner. Now 

we learn of a 
Death to man who picks 
Bugs potato bugs the 

same way. The 
man who originated this stunt uses a 
particularly long feed wire, carries 
the vacuum cleaner to every part of 
his potato patch and gives the insects 
a startling aerial ride. Put the farm- 
light dealers wise! 











We never knew that candidates for 
mayor ever traveled via the side door 
Pullman. George Hull Porter, general 
manager of the railroad department, 
Western Electric Co., and once men- 
tioned as a candidate for the job as 
Chicago’s chief magistrate, is right at 
home among the box cars, though, as 
railroads are George’s particular prey. 
He is showing somebody how he has 
climbed close to the top rung on the 
ladder of success. 


Usually when a person thinks of 
an electric fan he imagines cool 
breezes caressing a perspiring brow 

but who ever 
Fan thinks of using a 
Uses fan to keep warm 
with. Yet it is a 
great stunt “when the North winds 
do blow.”” Many’s the day when it 
seems no matter how much coal is 
dumped into the furnace the house 
persists in maintaining a temperature 
resembling a cake of ice. On a day like 
this just place an electric fan in front 
of the radiator or register and start 
‘er going. The room will heat up in 
two minutes or, it is claimed, one- 
tenth of the time it ordinarily takes. 

Or here’s another stunt. Place the 
fan in the front:of the ash pit door or 
damper of the furnace so as to direct 
its air current under the grates. The 
ash pit opening should be temporarily 
closed with a removable piece of sheet 
metal having a circular opening of 
about the same diameter as the fan. 
Tell your dealers about it and have 
them pass it on to their customers— 
then try it in your own home next 
time its chilly. 

. * * 


The Holabird Electric Co., San 
Francisco, Cal., says to dealers in a 
newspaper advertisement, “Let There 
be Light in Rural 
Homes and 
Churches.” This 
company suggests 
a good prospect for farm-light plants 
in rural churches not reached by cen- 
tral station service. The various 
denominations are carrying on a sev- 
eral million dollar campaign in the 
interests of the Interdenominational 
Worldwide Church Movement, or 
something to that effect, to bring up 
church attendance. 


Lighting 
Churches 


Pleasant surroundings encourage 
attendance at any public meeting 
place. The motion picture theaters 
are spending countless sums to at- 
tract the millions of amusement-crazy 
citizens of the United States. Conse- 
quently the theaters are drawing 
patrons as an electrical magnet at- 
tracts a bunch of pins.. Get your 
dealers behind the church movement. 
Raise the attendance by better light- 
ing. John D. Rockefeller, Jr., is one 
of those financially behind the move- 
ment so you never can tell but what 
it might pay to look into it. 
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DUNCAN ELECTRIC MFG. CO. 
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Goodwin Meeting 
in Omaha 

On Thursday evening, April 29, 
the dining room of the Chamber of 
Commerce, Omaha, Nebr., was packed 
to capacity with jobbers, dealers, con- 
tractors, central station men and 
manufacturers, ~Who heard W. L. 
Goodwin, S. A. Chase and H. B. 
Kirkland talk straight from the shoul- 
der regarding some very vital. ques- 
tions in the electrical industry. As is 
mentioned in McGraw’s Equipper, 
monthly publication of The McGraw 
Co., Omaha, “if the truth hurts, there 
were a great many who should have 
gone to the hospital that evening.” To 
add zest to the sumptuous banquet 
that was served, A. J. Cole, vice-presi- 
dent and general sales manager of 
The McGraw Co., lead the gathering 
in singing popular songs. After the 
dinner G. W. Johnston, president of 
the Mid-West Electric Co., Omaha, 
gave a brief history of the electrical 
industry in Omaha and introduced the 
speakers of the evening. Mr. Kirk- 
land presented some startling figures 
as to what the industry as a whole 
has done in the past, what it is ex- 
pected to do this year and what can 
be done in the future. Mr. Chase then 
told of Mr. Goodwin and his work, of 
conditions as they were before the 
days of his pilgrimage, of the won- 
derful advance made by the indus- 
try, by those in the industry and by 
those served by that industry, due to 
his untiring efforts and unflinching 
stand. Following Mr. Chase, Mr. 
Goodwin made his usual atten- 
tion-holding, forceful, truthful but 
biting finale with an address that 
was straight to the point, that shield- 
ed none and yet that won the admira- 
tion of everyone present. As the 
Equipper says, his address advocated 
fairness, elimination of “mud throw- 
ing,” constructive competition, hon- 
esty, hearty and actual co-operation, 
a basic principle of fair remuneration 
to each according to the services ren- 
dered, knowledge of the business and 














the cost of doing business, and the 
rendering to the public of a real serv- 
ice in all branches of the industry 
and basing prices upon the servicé 
rendered instead of on the “bargain 
basis.”” He told how the industry had 
improved in California in the past 10 
vears, because of the application of 
the same general principles he and the 
other electrical missionaries are ad- 
vocating, that practically 100 per cent 
of the homes in California are wired, 
that nearly every farm enjoys the 
benefits of electricity and that the 


proverbial sport of mud_ throwing 


which holds sway to a large extent 
in most of the United States in the 


electrical industry, is a thing un- 

















Combination electric signal at the en- 
trance to the bridge on the new Mich- 
igan avenue boulevard link in Chieago, 
opened on May 14 with a great parade 
and much celebrating (it also being 
Mayor Thompson’s birthday). When 
the bridge rises in the daytime the gong 
sounds, while during the night lamps in- 
side the post are also lighted, bringing 
out in black relief the word “Stop” on a 
red background. 








known in California. As a result of 
this inspiring méeting, The McGraw 
Co. went on record: as trying to get 
together the various branches in its 
territory into a concerted, co-opera- 
tive movement to improve existing 
conditions in that section of the coun- 
try. This spirit, if caught by all 
branches of the electrical industry in 
all parts of the country and Canada, 
should go a long way toward healing a 
nasty sore which is afflicting our great 
industry today. 
* & * 

Delivery 

Problems 

One of the favorite indoor sports 
among some shippers nowadays is 
“passing the buck” and giving all 
manner of excuses as to why this or 
that can’t be shipped or why it doesn't 
arrive on time after it is shipped. 
However, there are two great factors 
in the “slow deliveries” so much in 
prominence today. One of them is the 
labor situation and the other is the 
transportation situation. As just one 
instance out of hundreds, one large 
jobber in the Middle-west quotes a 
ietter recently received from a manu- 
facturer in answer to a request re- 
garding delivery on a bill of goods. 
It very well covers one angle of the 
situation and runs as follows: 

“The Grand Trunk is embargoed on 
all less carload shipments for Mon- 
treal. 

“Big Four, I. E. & W., embargoes 
less carload freight for Indianapolis. 

“All lines embargo freight for De- 
troit except where permit is secured 
for carload and less carload ship- 
ments. 

“D. & H. embargoes all freight ex- 
cept company material when shipped 
via Erie. 

“B. & A. embargoes all freight for 
New Haven, all freight except railway 
material. 

“Nickle Plate less carload freight 
to Cleveland. 

“All lines into New York embargoes 
coastwise steamship lines. 
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“the Wonderful Powder-Filled fuse’ 


It is the wonderful powder-filled renewal ele- 
ment which makes Trico a fuse of distinction; 

Because it is impossible to load more than one 
element in a shell; 


Because the powder smothers the arc, chills 
the gases and prevents violent explosion. It 
also eliminates flame and our contact points are, 
therefore, kept clean and the original fibre casing 
can be used indefinitely ; 


Because they will positively carry momentary 
and starting overloads due to the powder filler, 
which will effect in itself a saving in renewal 
elements of 50% ; 

Because the powder keeps the fuse at a cool 
temperature and, therefore, prevents oxidization 
at the contact points. 

Other features, such as “Indicating Tag,” 
“Copper to Copper” contact, “Air Cushions,” 
etc., will interest you. 











Write for full information today 


Trico Fuses are approved 
by the Underwriters’ Labora- 
tories, Inc., and the Millers 
Mutual Fire Insurance Cos. in 
all capacities, 
























































The M. B. Austin Company 


700 Jackson Blvd. Chicago, IIl. 
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RENEWABLE TYPE FERRULE-CONTACT SIZES 


he BUSS Ferrule-Contact 
Renewable Fuse is right 

in many new ways. Because 
of new features of design it 
performs as no other fuse can. 


Because of better design it 
is easier to sell. Liberal pub- 
licity puts the buyer on the 
track of this better fuse. Do 
you get the point? 


Write our nearest office. 





BUSSMANN MANUFACTURING i COMPANY, ST. LOUIS, MO. 
es) 


New York, 731 Broadway 


San Francisco, 


Chicago, 627 W. Jackson 
509 Mission St. 
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B ELECT marys SAFETY VALVE 


We have a good story— 
and we tell it 


We have produced a new fuse. It is good 
—so good, so simple, so sure and safe, 
so absolute in protection that the buyer 
of fuses needs only to be told about it. 


We are telling him. 


Continually our message is before his 
eyes. He cannot escape the conviction 


that BUSS is the fuse he wants. 


Does that make it easier for you to 
sell him? 


We leave the answer to you. 








Bussman Mfg. Co. 


St. Louis 


The opposite page shows 
—~ current BUSS advertising. 
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“Pere Marquette, all carload freight 
except company material. N. Y. C., 
all carload freight, east of Buffalo, ex- 
cept company material. 

“D. & H. embargoes all freight for 
D. L. & W. This applies to all New 
England points reached by the B. & 
M. or New Haven. 

“Embargo is still on with the Amer- 
ican Express Co. against Chicago and 
St. Louis. It is suggested that should 
this information be of value to any 
of your customers that you advise 
them.” 

Then again the same manufacturer 
writes: 

“For your information wish to ad- 
vise that due to the fact that Depew 
and Buffalo are completely embar- 
goed at the present on all freight and 
express shipments, that the factory 
will be unable to make shipment of 
any material whatsoever until you 
are further advised. 

“Regretting that we have to report 
the condition as outlined above and 
trusting that same will be alleviated, 
we are.” 

With the wage earners holding 
the upper hand with their auto- 
cratic, shallow-thought attitude, trans- 
portation facilities shot to pieces and 
raw materials so much in demand, it 
is surprising that anyone can get any- 
thing to sell. From observation it 


would appear that all buyers should 
have these matters brought forcibly to 
their attention with the urgent re- 
quest that their requirements be an- 
ticipated as far in advance as pos- 
sible. However, a large amount of 
the present day demand is due to the 
fact that numerous buyers are dupli- 
cating their orders at many different 
jobbing houses, not with the view that 
all the ordered material is needed but 
because they hope to get a little here 
and a little there and cancel the re- 
mainder of each order when their re- 
quirements have been met. This is 
an unhappy situation and has been 
the cause of much consternation among 
jobbers. The buyers should be cau- 
tioned regarding this practice and 
asked to assist in the alleviation of the 
situation by judicious and unselfish 
buying. Especially should this be 
brought to the attention of the small 
dealer whose credit cannot take care 
of the many orders and large size of 
each should they all be shipped at 
once and, though this is seldom the 
case, it has happened and with an 
easement of conditions would happen 
more often. 
* * * 

Iowa Light Men 
To Meet 

The 1920 annual convention of the 
Iowa Section, National Electric Light 














Booth of the Elliott Electric Co., Cleveland, O., at the recent Cleveland electrical 
show. The large 150-hp. motor in the background is said to have been the largest 
motor on display at the show. One of the new electrically heated aviator’s suits 
may be seen lying on a chair in the left hand corner of the picture. 


Association, will be held at the Colfax 
Hotel, Colfax, Iowa, on June 23, 24 
and 25. Included in the program are 
a number of subjects of considerable 
interest to the industry at this time. 
The convention, as last year, will be 
strictly a business meeting and the 
foremost object will be to afford an 
opportunity for consideration of the 
numerous important questions before 
the industry today. 
* * * 
Derivation of Term 
“Sad” Iron 
“Sad” is an old English word, and 
one of its numerous meanings is 
“heavy.” Thus in Spencer’s Faerie 
Queene, “His hand more sad than 
lump of lead.” It is used in the 
same sense today. Sometimes, when 
a cake or pudding is “sad” or heavy. 
So a “sad” iron is simply a heavy 
iron. Other meanings of “sad,” out- 
side of such as sorrowful and down- 
cast, are heavy, weighty, ponderous, 
compact, firm, solid, close and cohe- 
sive. Whoever first adopted or applied 
the term “sad iron” to the domestic 
flat iron may have done so from its 
compactness and ponderous charac- 
ter. Taking the word “sad” in all its 
literal meanings, the modern electric 
household iron can hardly be termed 
as such, weight and appearance in- 
cluded. 
* * * 
Looks 
Better 
Sears-Roebuck’s 1920 spring cata- 
log, which was distributed the first of 
the year, showed electric flashlights 
at the regular prices. This looks like 
what might be the beginning of the 
end of price-cutting of electrical prod- 
ucts in mail order houses. More such 
action would help remove a blot from 
electrical merchandising methods as 
they are found in some places. 
* * * 
Soldier’s Comment on 
French Store Windows 
“T’ve looked into several hardware 
stores over here, interested in the 
hardware displays and articles exhibit- 
ed, most of which are very different 
from ours. Their displays are a con- 
glomeration of all articles, with no re- 
gard paid to the attractiveness or ar- 
rangement which typifies the Amer- 
ican display. And some of the most 
widely used implements are of the 
crudest construction and couldn’t be 


- sold in a hundred years in the states. 
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From Your Point of View 


Economy Fuses have unequalled selling advantage:— 
—they are nationally advertised—dealer and consumer 
know the name. 
—they have a record for service—millions in use for many 
years. 
All Capacities — 0 er a we a — _ using an inex- 
P pensive bare link to win approval in capacities. 
to 600 amperes in —Jobbers’ Salesmen find it profitable to push Economy 


both 250 and 600 Fuses. 
volts bear the “In- ECONOMY FUSE & MFG. CO. 
spect labels. CHICAGO, U. S. A. 


Economy Fuses also are made in Canada at Montreal 
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The jewelry store windows are no 
better. Though many pieces of gold 
and silver and precious stones are dis- 
played, their arrangement is so unat- 
tractive that one immediately thinks of 
the 10-cent store back home. Some 
Americans could sure teach these 
French shopkeepers a few things in 
window trimming and salesmanship.” 

Wonder what the electrical windows 
must be like—if there are any. 


* * * 


Electrical Devices for 
Vacation Trips 

The re-appearance of vacation time 
should be an inspiration to the elec- 
trical salesman because of the many 
electrical devices that we now have 
and that are adaptable to vacation 
trips. The more pretentious beach 
and mountain homes are now quite 
commonly equipped with kitchenette 
electric stoves. Fireless cookers, too, 
controlled by clockwork so that they 
require no attention, are increasing in 
popularity, especially as they can be 
transported in one’s car without much 
trouble and permit steaming hot food 
for picnics. The traveler’s iron, how- 
ever, because of its adaptability to 
both feminine and masculine require- 
ments, should be the salesman’s big- 
gest feature. Though primarily de- 
signed for the pressing of baggv- 
kneed trousers and wrinkled dainty 


frocks, it serves as a curling iron 
heater or grill. Though a curling iron 
is not needed where a marcel can be 
obtained, beauty shops do not ordinar- 
ily thrive where vacations are spent, 
nor do high-class restaurants. There 
are other items that might be men- 
tioned but the traveler’s iron is one 
that in other years has been in big 
demand. 
* * * 


Here’s a 
Good One 

They tell us now that a device has 
been invented to close all the windows 
in a house when rain begins to fall. 
The first drops moisten blotting paper, 
putting the mechanism into operation. 
If this apparatus can close some of 
the windows we’ve tried to close it’s 
“some” apparatus. 


* * * 


Canada Installs Fire 
and Telephone Systems 

The Department of Public Works, 
Ontario, Canada, contemplates the in- 
stallation of fire-alarm and telephone 
systems and electric wiring in hospi- 
tals owned by the Ontario govern- 
ment at various places, as follows: 
Brockville, fire-alarm and telephone 
systems, estimated cost $2500; Ham- 
ilton, electric system, rewiring and fix- 
tures, $1500; Kingston, fire-alarm 
and telephone systems, $3000, and 














Republic Electric Co., Cleveland, O., one of the greatest exponents of the “whole- 
sale only” idea in Ohio, has, in recent years, played a prominent part in electrical 
circles. The above illustration shows the booth which the company occupied during 


the recent Cleveland electrical show. 


improvements to the electric light sys- 
tem, $5000; London, fire-alarm and 
telephone systems, $5000; Mimico, 
fire-alarm and telephone systems, 
$1500; Orillia, extension and renewal 
of electric light system, $2500, and 
fire-alarm and telephone systems, 
$5000; Woodstock, fire-alarm and 
telephone systems, $1500, and wiring 
and lighting of the grounds, $1000. 
A. J. Halford of Toronto is engineer. 
o\? © 


Trend Toward 
Outdoor Substations 

In years past, particularly before 
the war, the practicability of the out- 
door type construction of substations 
was not generally recognized, but in 
the past year a significant develop- 
ment in the central station field has 
been the increased general recognition 
of the practicability of this type of 
equipment. Many suburban operating 
companies have decided to partially 
adopt this method of construction be- 
cause of its safety and economy while 
some have resolved to use outdoor 
substations exclusively. In this con- 
nection one point is being particularly 
emphasized—the need for insulator 
records and a more reliable insulator, 
as this part of the apparatus is re- 
quired to be more perfect than any 
other unit. Absence of insulator per- 
formance records have prevented 
manufacturers from analyzing the 
performance of the various types over 
a period of years. However during 
the past year some progress has been 
made in this respect due to the recog- 
nition of operating companies of a 
need for an accurate record. The war, 
too, has played a big part in bringing 
about recognition of the outdoor sub- 
station on account of the haste that 
was required during that period in 
putting up new stations. Great ad- 
vances are looked for on the subject 
of outdoor-type substations in the near 
future. 

* * * 

Predicts Abolition of 
Submarine Cables 

In a recent address at the National 
Academy of Sciences, Major General 
George A. Squier predicted that ex- 
pensive, heavy, insulated land and 
submarine cables would be replaced 
by single bare wires, over which tele- 
phone and telegraph messages would 
be sent at the same time. He said 
army tests over short distances had 
shown this to be feasible. 
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WABLE FUSES 








They Laugh at Short Circuits 


Blowouts hold no terror for “Union” Renewable Fuses. 


__ They stand up under a greater number of blowouts than any other fuse we know of. And 
it’s easy to understand why when you consider that: 


—The tube is made of extremely tough, specially made, fire-resisting fibre, rein- 
forced on the outside of each end by metal ferrules which are both screwed and 


—The link vanishes when it blows, without violence or flash; and it is the very 


center of the link that melts; so the heat and gases are too 
far from the metal parts to corrode them or to fuse the 
nuts which hold in the link. 


“Union” Fuses have a number of other points of 
superiority. But these alone have been considered of 
sufficient importance for hundreds of the country’s big- 
gest plants to adopt “Union” Fuses exclusively. 


Whether you use Renewable or Non-Renewable 
Fuses, you'll find “Union” always dependable and their 
upkeep low. At your electrical dealers. 


May we send you copy of our Fuse Booklet? Please 
ask your nearest branch. 


CHICAGO FUSE MFG. CO. 


Oldest and largest manufacturers of Fuses, Elec- 
trical Protecting Materials and Conduit Fittings 


CHICAGO NFW YORK 
Boston Detroit Philadelphia Seattle Birmingham 
Cleveland Kansas City St. Louis Minneapolis Grand Rapids 

Los Angeles Pittsburgh Yan ¥rancisco Indianapolis Milwaukee 
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Good Motors 


Builders of 
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Ellington Fractional Horsepower Motors are good 
motors — uniform in quality and uniform in 


performance. 




























In design they incorporate, in addition te those 

standard practices essential to all small motors, many 

features as yet undeveloped in other small motors. 
| Each feature being the solution of some exacting 
requirement in small motor construction. 


Ellington Motors give the most dependable and con- 
tinued service. They meet every requirement made 
: upon motors in commercial and domestic uses. 


Ellington engineers, with their accumulated ex- 
perience, are at your service in recommending the 
type and size of motor most adaptable to give that 
quality of service that is built into every Ellington 
Motor and of which every Ellington Motor is 
capable of giving. 

Increased manufacturing facilities enable us to 
make prompt shipments. 


THe Euuincton ExvectricCo, 
Quincy, lun. 


Manufacturers of 


Unit Chargers—Industrial Motors—Fractional H. P. Motors 
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Notes About Jobbers 


New Jobber In 
Chicago 

The Central Electric Supply Co., 
204 West Randolph street, Chicago, 


Ill., has been organized by Herman 


Landerman, formerly of the Washing- 
ton Light Co., Chicago, and Harry 
London, formerly with the Peerless 
Light Co., Chicago and New York. 
The new company is a distributor and 
jobber of electrical merchandise, in- 
cluding chandelier and fixture parts. 
* * 


Andrae Electric Co. 
Moves 

Herman Andrae_ Electric Co. of 
Milwauke, Wisc., formerly situated at 
135 Sycamore street, is now located 
in its new and large quarters at 136- 
140 Second street. 


* * * 


Rypinski Takes 
Big Jump 

Philip Rypinski, formerly with the 
Scranton Electric Co., Seranton, Pa.. 
has migrated across the country and is 
now a new adjunct to the sales or- 
ganization of The McGraw Co., 
Omaha, Nebr. Phil has just been re- 
leased from the service after spending 
two years with Uncle Sam, during 
which time he was identified with the 
Searchlight Engineers, and spent 


about 12 months on the job overseas. 


A. J. Cole, his “boss,” predicts that 
he will “cast a lot of light” on inter- 
esting electrical subjects among con- 
tractor-dealers ‘and central station 
men in the McGraw territory. 
ie * % 

Post-Glover Opens 
Refrigeration Department 

H. S. Walmsley has resigned from 
the Sargent & Lundy organization to 
take charge of the new refrigeration 
department of the Post-Glover Elec- 
tric Co. of Cincinnati, O., which has 
become distributors for Isko refrig- 
erating machines in Cincinnati and 
contingent territory, and is develop- 
ing a very complete organization to 
promote this department of its busi- 
ness. Associated with Mr. Walmsley 
in the new department is F. F. 
Turner, formerly connected with the 
Isko organization. 

* * & 

New Jobber In 
Carolinas 

The Carolina States Electric 
Co., 218 West First street, Charlotte 
N. C., has been organized with a capi- 
tal stock of $100,000, as a distributing 
jobber of electrical apparatus and 
supplies in the states of North and 
Seuth Carolina. Eugene Graham, 
president of the company, is also vice 


president and general manager of the 











Contrary to all appearances Fred G. Lafferty, vice-president of the A. T. Knowl- 
son Co., Detroit, Mich., was feeling in exceptionally good humor when this picture 
was taken. He had just finished telling a few stories of the good old days when he, 
Nate Harvey, Lem Cushing and Ed Scribner used to pal around together in Chi- 
cago’s loop. It’s fishing time now, though, and if you don’t find Fred reposing in 
his office this summer you'll find him knee deep in some foaming stream up in Mich- 
igan’s north woods, angling for some luckless trout. (Accent on the “foam.”’) 








“Maybe [Tm not the important indi- 
vidual,” says Eddie O'Donnell, battery 
specialist, Western Electric Co., Chicago. 
“I’m the guy that put the ‘bat’ in bat- 
tery.” We didn’t ask Eddie whether he 
was trying to mimic Uncle Joe Cannon 
or Get-Rich-Quick Wallingford with 
that weed of his, but from the pose and 
the avoirdupois he’s acquiring, we'd 
guess the latter. Outside of selling bat- 
teries, Eddie can do one thing—play 
rummy. 





Charlotte Supply Co.; H. T. Long, 
vice-president, was formerly in charge 
of the sales of the Westinghouse Lamp 
Co. in North and South Carolina; 
J. P. MeMillan, secretary, formerly 
handled the supply business for the 
Westinghouse Electric & Manufac 
turing Co. in the two states; and 
W. A. Emerson, treasurer, has been 
handling industrial work in South 
Carolina for the Westinghouse com 
pany. 
%* * * 

Western Erecting 
New Quarters 

Western Electric Co., Cleveland, 
O., is erecting a new warehouse and 
office building at 1008 Oregon Ave. 
[he building, when completed, will 
be four stories high and will em- 
brace a total floor space of 45,000 sq. 
ft. A. M. Collins, district sales man- 
ager, says that the new building will 
enable them to concentrate and cen- 
tralize their stocks which are now 
housed in six different warehouses. He 
expects the new building will be ready 
for occupancy about Nov. 1. 
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It is one of a number of pages in 
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various magazines designed to ac- 
quaint your public with the conve- 
niences your store affords them in 
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SOCKET G-E packaged specialties. 
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The blue and orange picture pack- 
ages, prominently displayed in your 
store, will remind your customers of 
the Remindo—and the rest of the 
G-E line you sell. 
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Full enjoyment of an electric fan is made possible by other 
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The buyer of an electric fan is a searcher 
for comfort of which the fan is the final 


touch. 


The washing machine, dish washer, 
vacuum cleaner and other motored 
helps give the housewife time to enjoy 
the comfort of her fan. 


When this is explained to far. customers 
they will have a better conception of 
the service your merchandise affords. 


Sales Offices in 
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The sale of electric soldering irons in any town is far from 
small once you convert a need into demand. 













Of course the electric soldering iron is 
part of the shop equipment in every line 


where soldering is needed. Repairing 
Laboratory 


Instruments 


That is demand already created. 

But there is an immense latent demand 
that needs only to be awakened. 

Every automobile owner who tries to take 
care of his machine and every chauffeur 
has dozens of uses for a soldering iron dite 
and he doesn’t care to take chances with = Beeetee 
a blow torch heater in his garage. 


The Electric Soldering Iron is his answer. 


Soldering 





Soldering 
Sheet Metal 
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PHONE 4420 UNION 








EMIL AMMANN 





Dealer in Lighting Fixtures ELECTRICAL CONTRACTOR Supplies ond Appliances, etc. 











j 





yp 


fi 


— 


; 


Du 


"Whe light to live with’ is inside 








405 BERGENLINE AVE. 


TOWN OF UNION, N. J. March 30, 1920. 


Esq, 
Duplex Lighting Works, 
6 West 48th Street, 
New York City. 


Dear Sir: 


The writer believes in giving flowers to the Living 
and I feel this an opportune time to pass a bouquet on, to 
the product you represent and also to your good self for 
teaching me all I know about the Duplexalite. Since my 
success is to a certain extent your success, the following 
will te of interest to you. 


Starting with October when I first ordered 6 Du- 
plexalites--my sales for the months of October, November 
and December amounted to an even 38 and this in spite of the 
fact that I did not make a special effort to push then. 
After making up my financial statement I was agreeably surprised 
at the "Profit on Duplexalites" column of my sales book. With 
this as an incentive, worked in January and sales ran to 53. 
February a short month snowed 59 and March just closed 80. 
With few exceptions these were all installations of 2 or 3 
fixtures in residences. In March we placed an order for 30 
Duplexalites and expect to order at least 500 more in April 
as we now have contracts for installations in 3 large schools, 
new building, a department store and 2 very large textile mills. 


Sorry I did not wake up sooner but am trying my best to 
make up for lost time. Have just completed a Duplexalite Boo 
furnished as a room in the home and it is surprising what lit 
talk it necessitates to sell them when shown in this way. Wi 
send you a photo of same as soon as I get them from the Photo-= 
grapher. 

Trust this little kistory will in a way recompense you 
for the time-patience and energy you have spent in trying to 
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make me see the "Light". 


Sincerely 
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Mathews Co. 
Holds Convention 

“Great is the power of personal 
contact.”’ Such is the belief of the 
Matthews Electric Supply Co., Bir- 
mingham, Ala., which on April 5 and 
6 held its second annual Merchandis- 
ing Convention attended by 92 of the 
company’s contractor-dealer friends, 
and at which new and improved meth- 
ods of merchandising were discussed 
and many interesting views and ideas 
exchanged. The sponsors say that in- 
asmuch as merchandising is the most 
important issue confronting.the elec- 
trical field today this was selected as 
the topic of the convention. It fur- 
“We all know that in 
order to build a permanent structure 


ther asserts: 


for our business to rest on we must 
have a firm, stable foundation. This 
foundation could not rest on the wir- 
ing and construction features of our 


business because of unstable building 

















It looks as though Geo. B. Milner, 
general manager of the Erner Electric 
Co., Cleveland, O., has given up the elec- 
trical supply business to take a job in 
a garage, but he hasn’t. Mr. Milner is 
just taking a recess from salvaging the 
ruins of the fire which recently de- 
stroyed the rear of the Erner company’s 
building and a large share of the stock. 
We think he looks pretty happy after 
having lost $100,000. Probably the fire 
insurance companies were kind to him. 
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Here’s the long and short of it or the 
Mutt and Jeff of the Detroit house, 
Western Electric Co. W. A. (Bill) 
Craveson, city salesman, is telling L. J. 
(Flanigan) Dougherty to take Scott’s 
Emulsion so hell grow. Bill is that fei- 
low you can find most any day tearing 
back and forth between the Ford factory 
and the office in that wild Buick of his 
which Eddie O'Donnell of the Chicago 
house swears he never washed in his life. 
Flanigan cr Salts or Dynamite, the 
shorthorn, is the crack bowler of his 
house. Those nicknames of his are in- 
dicative of the way he can blow the pins 
over, 





conditions. One vear we were rushed 


with work. The next year, eveweary 
looking for it. We might compare 
our dealer business with the peak- 
ioad of the central stations. At cer 
tain times of the year we were full 
up. At others, only normal. Mer- 
chandising principles applied to t's 
off-peak period is the logical means 
of increasing our load, so that when 
building conditions are slack our re- 
tail sales will fill in the deficiency. 
Having this idea in view, we invited a 
group of men expert in their particu- 
lar lines to come to Birmingham and 
tell cur dealers just how they could 
convert themselves into real live mer- 
chants, and we were more. than 
pleased at the representative gather- 
ing of dealers and central station men 
present.” Many prominent men from 
the General Electric Co. and subsi- 





Notes About Jobbers (continued ) 


diary companies spoke as well as a 
Morris Plan 


“Financing 


representative of the 
Bank, who 


Time-Payment Merchandising.”’ Din- 


discussed 


ners, theater parties and “joy rides,” 


interspersed between business ses 
sions, added zest to the convention. 
Next year it is hoped the attendance 
will be increased to one hundred and 


ninety two. 


Kimball Co. 
Starts Advertising 

In the belief that advertising is an 
effective stimulant to sales, the Kim- 
ball Electric Co. of New York City, 
are running a series of full page ad’s 
in the rotagravure section of New 
York’s 
Apex 


leading Sunday papers on 


vacuum cleaners which this 
company distributes in New York and 
vicinity. These advertisements: are a 
part of an intensive advertising and 


sales campaign. 








“Good morning,” says A. R. (Ike) 
Maynard, sales manager of the Western 
Electric Co., Detroit, Mich. “Are my 


pants pressed sufficiently to pass mus- 
ter?” We caught Ike on the fly. He 
didn’t object to having his picture taken 
but he was afraid his trousers were 
baggy at the knee. Mr. Maynard's face 
looks as sunshiny as the day and what's 
more his disposition is just the same. 
He may be smiling over the way that 
crack bowling team of his cleaned up the 
city of Detroit and hopes to clean the 
Chicago house. 
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A Plan for Farmer Business 


Jobbers’ Salesmen Can Bring Farmer and Central Station To- 
gether Thereby Opening Up a Vast Undeveloped Field 


OME 20 years ago, those who 
were connected with the elec- 
trical field at that time, will 

remember the popularity of  tele- 
phones among the farmers. Though 
a novelty in those days its utility was 
generally recognized and today the 
telephone on the farm is scarcely a 
matter to attract attention. 

It took some years of concentrated 
effort, however, on the part of the 
several factors in the industry to put 
the farm telephone on the basis which 
it is today, but by means of the vari- 
ous co-operative farmers’ plans, the 
number of telephones on the farm 
reached its present proportions. 

Instead of the farm telephone we 
have today the high-tension farm line 
for the transmission of electricity for 
light and power purposes, which in- 
sofar as the principles of promotion 
and erection are concerned, is not un- 
like the telephone. The small iso- 
lated plant and the evident comfort 
electricity affords his city brother has 
driven home to the farmer the utility 
and necessity of a convenient, positive 
source of energy for power and light- 
ing purposes at all times. 

The acute labor situation and the 
ensuing necessity of substituting ma- 
chinery for the labor of human hands 
has also made clear to the farmer the 
many advantages of standard voltage 
service in greater proportions than 
that offered by 1-kw. plants. Plans 
have been instituted by central sta- 
tion companies to extend lines to 
farms lying within a radius of pos- 
sible extension but they have not 
proved successful to any great ex- 
tent. 

A continuous flow of letters from 
farmers and jobbers’ salesmen, in- 
quiring as to the most satisfactory 
way to handle the farm line business, 
has prompted me to briefly outline a 
plan which has proved successful. 

Do not jump at the first territory 


that enters vour mind or the most 


By H. W. YOUNG 


Fresident, Delta-Star Electric Co. 


convenient one, but first select the 
territory that, in your opinion offers 
the best opportunity for immediate 
action. This decision will be gov- 
erned largely by the relative prosper- 
ity of the farming community, its 
general progressiveness and the farm- 
ers’ desire to secure electric service. 

Then confer with the local man- 
ager of the power company whose 
lines are most advantageously located 
for the sale and distribution of cur- 
rent, and where load conditions are 
such that additional power can _ be 








Introducing his august presence, F. D. 
Phillips, president of the Central Tele- 
phone & Electric Co., St. Louis, Mo., 
who is seen giving his spring suit a try- 
out on the first day of 1920 that was not 
marked by a cloudburst. Mr. Phillips’ 
amused smile was caused over our con- 
sternation at a St. Louis fly-cop who 
stepped up and laid his hand on the 
president’s shoulder just before the cam- 
era shot. We thought the house was 
pinched but it was only a friend who is 
traffic manager of a nearby corner. 


sold. There is no use spending time 
in a territory where the power com- 
pany is already overloaded or is not 
in a position to install additional gen- 
erating equipment. 

Ascertain the wholesale rate per 
kw.-hr. which the company will quote 
and then begin making up your “‘pros- 
pect list” of farmers who desire serv- 
ice or could be sold on the idea. It 
will be found that practically every 
central station has a list of farmers 
who have already asked for service, 
and these names can be secured from 
the local manager. 


Cost Per Mile of Lines 

The cost per mile of lines will de- 
pend upon the conditions to be met, 
such as distances, transmission vol- 
tages, whether the line is to be single 
or three phase and the market cost 
of material. It is assumed that the 
salesman entering a farm line cam- 
paign will have enough data to give 
approximate costs and, by co-operat- 
ing with a contractor, these estimates 
can be verified. 


The Salesman’s Second Step 

The second step is to start organiz- 
ing a local stock company among the 
farmers, a form of preliminary agree- 
ment No. 1, which has proved suc- 
cessful, is given below. This is so 
worded that it puts the power of do- 
ing business or entering into any con- 
tract directly into the hands of the 
temporary officers. These men are nat- 
urally the first subscribers or leaders 
in putting the project through—and 
care must be taken in their selec- 
tion. 

For example, see that the men se- 
lected as temporary officers are not 
obnoxious in any way to the farm 
community in general. A wrong se- 
lection of the temporary president 
has, in several cases, been the cause 


of failures in organization. 





Tie. Haan 


Sones 
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Extra Bell _ Get a Sample 
Mouth Shown , fees Now—And 
In Use és if ( Get Busy 


A SUGGESTION FOR WIREMEN 


This is Something Different 


A New Leader—Fresh from the Engineering Department of an 
Old Established Manufacturer of Wiring Devices—and we all 
like to have our customers feel that we are on the constant look- 


out for SOMETHING NEW. 


PULL CHAIN CEILING LIGHT RECEPTACLES 


For Housework suggest P & S 999 because it has a 3-Foot 
Chain with a Snap Lock Bal! and of course the extra Bell- 
Mouth to rivet to the Ceiling Band. The other type P & S 998 
can be used for High Ceilings as it has 8 in. chain and 10 ft. of 
Black Linen cord which may be cut to any length desired. 


The Standard Package is 100. 
The List Price is $0.83. 
Schedule B, Carton 10. 


Where They Are In Use: 


Reception Hall, Den, Bedroom, Kitchen, Sleep-_ | 
ing Porch, Balcony, and the Service Portion of 
the Home or Hotel. 

Moving Picture Theatres are just the place for 3 
these Ceiling Lights. 


Write for the new Folder in colors 


PASS & SEYMOUR, Inc.,Solvay, N.Y. “=<”, So 




















60 THE JOBBER’S [fA] SALESMAN 
— 





No. 1. PRELIMINARY ORGANIZATION 
AGREEMENT. WILL ORGANIZE 
A Farmers’ Company 
Realizing the desirability of having elec- 
tric service on our respective place, and 
the fact that said service will greatly in- 
crease the value of our respective prop- 
erties we, the undersigned, propose to 
incorporate a Farmers’ Electric Company 
with general powers to be called the............ 
and severally agree to take and pay for 
the amount of stock set opposite our re- 

spective names, 

The length of the line to be built will 
depend upon the amount of money raised, 
which is subscribed hereto as the total 
subscription. 


TEMPORARY 
OFFICERS 

To the end that contract for construc- 
tion may be let at once and the incorpora- 
tion perfected without delay we associate 
ourselves together as an association and 
re a, EN ere eee. | Fo eee 
Secretary, and ...................... Treasurer. 


TERMS AND PowERs 
oF TEMPORARY 
OFFICERS 

The persons so appointed shall hold 
their positions only until the association 
is incorporated, duly organized and _ its 
corporate officers duly elected. The prest- 
dent and secretary above appointed are 
given the same authority to execute con- 
tracts prior to the perfection of the or- 
ganization of the corporation and the 
election of its officers, as like officers in 
corporations generally have, the secretary 
shall keep an accurate record of all 
moneys received and disbursed, and the 
treasurer shall perform the duties usually 
required of the treasurer of a corpora- 
tion, and shall account faithfully for all 
money and other property received by 
him. 

The three officers shall have the usual 
powers of a board of directors. 
SETTLEMENT OF 
STock 
SUBSCRIPTION 

The treasurer shall pay out money on, 
and only on, written orders signed by the 
President and Secretary. In order that 
we may be assured in advance of the 
amount of capital actually raised, we have 
each at the time of this subscription made 
settlement either by cash, check or bank- 
able note payable to this association under 
cid, 1 | oSaeainee Cl SEaREr Ne) Caen, ne Pea EEE 
Your PayMENT 
REFUNDED IF 
Line Doers Nor 
Reacu You 
with the understanding that, if within........ 
days enough subscribers have not been ob- 
tained to build the line to or past the 
home place of any subscriber his particu- 
lar subscription, and his only, shall be 
void and his note, check or cash shall be 
immediately returned to him by the treas- 
urer. 

The subscribing officers accept the trust 
and will act as such temporary officers. 

If enough subscriptions are not made 


to insure at least ........ miles of line, this 
whole agreement shall be void. 
DRM ces ae 1920 


(List of subscribers with amounts each 
has subscribed to be attached to this 
agreement. ) 


PATENTED AND 











BRAS ASCOLIT 


“i TEXAS C0 S ee TEXAS. 














Every Test Has Shown 
Brascolite To Be The Best 


Tests of zllumination have always 
proved Brascolites the most efficient, 
durable, and desirable unit on the mar- 
ket. Simplicity of construction com- 
bined with the highest quality of mate- 
rials and correct design, produce the 
utmost efficiency consistent with 
economy of maintenance. Large buy- 
ers like the Texas Co. leave nothing to 
chance—they find it’s true economy to 
buy the best and after trials in actual 
service, discarded all their old lighting 
fixtures, replacing them with Bras- 
colites. 


15,000 Electrical Dealers sell Brascolites. 
Think of the orders they are placing! Are you 
getting your share of their business? And 
what are you doing about the thousands of 
buildings of every description that need 
Brascolites ? 
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AOE-MARK REGISTERED 


. Francisco Cincinnati 











“TYPE WD” 


This is only one instance among thousands where 
Brascolites have proved victorious in tests. A mil- 
lion in service testify to their popularity. 


The introduction of the foot candle meter and 
general use of scientific measuring of illumination 
is keeping Brascolites foremost among all types of 
illumination. 


In selling Brascolites you are following lines of 
the least resistance, for the tremendous advertising 
campaign being conducted to familiarize the pub- 
lic will be of valuable assistance in the handling of 
a prospect. 


Your assertions can be made and received with 
confidence, for Brascolites are established in the 
minds of all as a unit of efficiency and beauty. 
Every purchaser becomes a booster and that is the 
ultimate object of every sincere manufacturer. 


Brascolites can be recommended for any place 
requiring the best illumination for IT’S THE IDEAL 
LIGHT FOR EVERY PURPOSE. 


Help your dealers put Brascolites over. Our 
Designing and Engineering Departments are at 
your disposal, without obligation, a special re- 
quirements. Our new Catalog No. 7 pictures and 
describes the entire Brascolite line. Use it. You 
will find a Brascolite for every need. 


Division-of the St. Louis Brass Manufacturing Company 
BRANCH OFFICES: 


Chicago Philadelphia 
Minneapolis 


Kansas City Pittsburgh 





LUMINOUS UNIT COMPANY, ST. LOUIS, U.S.A. 


Boston 
Atlanta 





Form No. 2 can be used by the 
contractor to close the deals as you 
progress with the work of organiza- 
tion. In other words, by this method 
you can go from farmer to farmer 
and proportionate the costs of build- 
ing the lines. When you reach the 
point where you cannot progress fur- 
ther, you already have the signed con- 
tract in your possession for building 
the lines without further negotiations 
and your duty now lies in selecting 
the materials with the contractor. 


No. 2 Form or Contract To BE 
Mave Between THE FARMERS’ 
CoMPANY AND A CONTRACTOR 

Wuo WI Bu1tp THE LINEs 
AND Instatt Eguip- 


MENT : 

THIS AGREEMENT made and en- 
tered into this................ Se 19 
by and between the... ’ 

Contractor 


a corporation of...................... Ha em Earlene 
City State 

hereinafter called the party of the first 

[a | Oe eee s See : 


reams near. Seite eee eee 

Town State 
hereinafter called the party of the second 
part. 


WITNESSETH: 


That the said party of the first part 
will for considerations hereinafter men- 
tioned, furnish the materials, labor, tools 
and supervision to erect and install a 
transmission line and other apparatus for 
the said parties of the second part located 
and according to the plans and specifica- 
tions, a copy of which is hereto attached 
and marked “Exhibit A.” 

That said parties of the second part will 
pay to the said party of the first part for 
the above mentioned transmission line and 
other apparatus the sum of 


Se a) ae 


and such amount to be paid by each party 
of the second part paying certain amounts 
of money as set forth opposite their re- 
spective names. 


To Wirt: 


and to make payment of such amounts as 
follows: 

iceiangeedl per cent thereof in cash at the time 
of the signing of this agreement, and the 
balance thereof on the.......................... day of 
Pak. enone I 19..... or as soon thereafter as 
such transmission line and other apparatus 
is completed. 

IN WITNESS WHEREOF this _in- 
strument and another of like tenor is 
made and signed in duplicate this... 
le Oh es 5S... 


Party of the first part. 
WITNESS: 
"Party of the first part. 
WITNESS: 
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_ Points of Superiority | 








The Arrow Electric Company 


Chicago 


The Arrow Line is noted for its points of 
superiority. That means talking points for you 
—satisfaction, service, economy for your cus- 
tomers. ; 


Take the Arrow pull socket, for instance: The 
porcelain is so designed that there is no trouble getting 
the shell on when wired; two lugs keep the terminal 
wires from spreading under the screw heads; contacts 
are protected by fiber discs, hence no short circuits; 
center contact soldered direct to brush contact, avoiding 
flickering. 


Any one of these advantages would distinguish the 
Arrow pull socket from the ordinary kind—and there 
are six of them, six points of superiority. 


And so throughout the entire Arrow line there are 
distinguishing features—features that make your job 
easier—that insure absolute satisfaction to the ultimate 
consumer. 


Hartford, Conn. 


New York Boston San Francisco Syracuse 


Pittsburgh 
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To the contract should be attached 
“Exhibit A” drawn up to cover spec- 
fications of the particular type of 
ine you propose to build including a 
map showing the territory through 
which the line will pass. 

Farmers’ Own Company Advisable. 

It is evident that if a utility com- 
pany finances a rural extension en- 
tirely its rates will be exceedingly 
high. Such high rates per kw.-hr. 
and heavy monthly charges tend to 
discourage the farmer in continuing 
and increasing his use of the service. 
Furthermore, utilities in general are 
not in financial condition to finance 
extensive rural lines, whereas rural 
consumers are generally able and will- 
ing to do so. In this way they are 
provided service practically on city 
standards with no effort or responsi- 
sibility on their part. 

The farmer has come to the point 
where he realizes that electricity on 
the farm is an absolute necessity and 
indispensable. Those who are within 
a radius that can be reached by the 
local power plant want the standard 
voltage service and should have it. 
Through investigation and frequent, 
open declarations the farmers have 
expressed their willingness to pay for 
this service from which so much good 
can be derived. 
plant has paved the way and it mere- 
ly remains for the astute electrical 
salesman to follow the already beaten 
path. It is not a question of com- 
plex legalities but a simple business 
proposition in simple business terms. 





Buehler Transferred 
to Minneapolis 
M. A. Buehler, formerly sales man- 
ager of the Omaha house, Western 
Electric Co., has been transferred to 
house 
Buehler 


that company’s Minneapolis 
with the same title. Mr. 

stepped onto the doormat of the West- 
ern Electric Co. for the first time »ack 
in 1915, when he was given a job as 
salesman. Since the “M. A.” in his 
name stands for Mighty Active it soon 
developed that he was handed the 
lofty title of sales manager. ‘This 
was in October, 1917. The Omaha 
bunch hates to lose him because he’s 
the best health advertisement they 
have—his feet carry an awful load. 
He is succeeded by E. Lum, who, 
since 1912, has been a salesman at 


the Omaha house. 





The small isolated ° 


Watch Out for the Automobile Jobber 


N THE catalog of a prominent 

Cleveland automobile accessory 
jobber, electrical material occupies the 
first 60 pages—solid. An approximate 
list of this material is given below. 
Every item could, and should, be sold 
by the electrical trade, and if it were 
so handled it would be with greater 
satisfaction to the car owner than at 
present. 

Electrical jobbers and dealers have 
let the auto electrical supplies get 
away largely because they have felt 
that this business “belongs” to a 
separate of trade. But the 
people we have been so careful to 





class 


avoid trespass against have no similar 
scruples regarding our trade. 

The auto-accessory trade is nibbling 
a very sizeable hole in the electrical 
business, just as the hardware and 
the housefurnishing and the depart- 
ment stores are nibbling juicy corners 
off the business. A good many elec- 
trical jobber’s salesmen have learned 


to go after this business instead of , 


spending much time assuring them- 


selves and the house that no such 


business exists. 


List of electrical material cataloged 
by one automobile accessory jobber— 
including 13 standard electrical sup- 
ply items: 


horns, bells 

spotlights, tail lights, dash lighs 
limousine dome lights 
trouble lamps 

pipe and cigar lighters 
flashlights 

headlight lenses 
switches 

plugs 

sockets 

battery testers 

* lamp cord 

* Blake staples 
miniature lamps 
standard lamps 

test clips, terminals 
dash meters 

portable testing meters 
cable 

fuses 

dry cells 

storage batteries 

spark plugs 

coils 

battery rectifiers 
brushes 

vulcanizers 

garage pumping outfits 
radiator heaters 

fire extinguishers 

desk fans 

portable tools 

electric soldering irons 


+ 


* 


7 


* 


* * * * * 











“We are firm believers in helping our lamp agents become real live wires,” says 
Stanley G. Haskins, manager lamp department, Greusel-Quarfot Electric Co., Mil- 


waukee, Wis. 
his company does it. 


The accompanying photograph will illustrate how Mr. Haskins and 
At this sumptuous banquet, which took place recently at one 


of Milwaukee’s leading hotels, Howard Viot, western representative of the Shelby 
Division of the National Lamp Works. discussed the possibilities of lamp sales, 
illustrating his talk with motion pictures depicting the process of manufacture of 


lamps and their many uses. 


Mr. Haskins is seen standing second from the right, 


while Harry Northrup, assistant sales manager of the G-Q company, stands fifth 


from the right. 
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5741 Entrance 





Double throw, no fuse 





Double throw, fusible 





Under voltage release, 


motor starting 





Safety Switches 


A complete line 


Meter Trim Fusible 








Motor Starting Switches with Under Voltage Release Coil 


These cuts represent a few 
of the lines illustrated in 
catalogue 12. 


THE TRUMBULL ELECTRIC MFG. CO. 
PLAINVILLE, CONN. 


New York: Chicago: San Francisco 
114 Liberty St. 40 S. Clinton St. 595 Mission St. 
Boston 
Philadelphia 








Box closed 





No fuse 





Compensator 





Under voltage release, motc 
starting with shield 
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Safety Switches vs. Safety Boxes 


} 
E 
t 
3 


NN 








Foot block milled. Blades sweated and Machine made—not punched clip con- 
pinned into foot block. tact jaws. 


A safety box with a weak switch 
is like a big muscular body with 
a weak heart. 





The switch must work unseen 
day after day and no opportu- 
nity is offered for observing de- 
fects as in an open switch. 


“Circle T” Safety Switches are 
strong hearts—each switch be- 
ing machine made and built up. 
The contact jaws assure a pos- 
itive contact each time the 
switch is closed thereby fore- 
stalling the danger of possible 
arcing and burning. 


If it’s Circle-teed it’s guaran-teed 





Fusible Switches 
Pe egg THE TRUMBULL ELECTRIC MFG. CO. 
PLAINVILLE, CONN. 
New York: Chicago: San Francisco 
114 Liberty St. 40 S. Clinton St. 595 Mission St 
Boston 





Philadelphia 
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THE MAN WHO SELLS IS THE MAN TO _ SELL 


the resolve I had formed to get on 
speaking acquaintance forthwith with 
all the tricks of retail selling. I made it 
clear that from that time on I planned 
to spend more time with each of my 
customers and to make fewer towns 
each week, not leaving one place for 
the next one until sure there was noth- 
ing more to be done there towards 
furthering the sale of our goods. I 
also asked to be given the opportunity 
whenever possi- 
ble of working as 


(Continued from page 9) 


will find, too, that that same condition 
holds true with their trade generally 
—how could it be otherwise! The 
phenomenal growth and development 
of the Electrical Industry and the 
steady yearly increase in the number 
of appliances in use shows pretty con- 
clusively that the public is strong for 
the service of electricity in all of its 
phases and applications. The modest 
number of complaints arising from 


house has put the prices too high. 
“Now about the only thing remain- 
ing that I can do to prove that I be- 
lieve in co-operation and that I am 
not the “grouch” you seemed to think 
me, is to tell you as well as I can 
some few little stunts that I have 
found it profitable to observe in my 
own work. I don’t want to perform 
in the role of an instructor in selling, 
nor do I insist that these things I’m 
about to tell you 
are original with 





a representative [pcerege eas 
at fairs, demon- (ORR SS RM: TR 
strations and all [ oe 
other such places 

where I could 
meet with the 
public on a 
retailer's basis. 
The house 
approved of all I 
had suggested, 
and went even 
further, by ex- 
plaining that, 
while I was on 
their payroll and 
in their employ 





that I was, in a 
larger sense, al- 
so in business 
for myself. They 
assured me that 
they would stand 
behind me in all 
that I did that 
was for the good 
of the business 
and the territory 





I controlled. 






me, but I do 
firmly believe 
that any of your 
readers who will 
give these meth- 
ods a fair trial 
will discover 
that they are 
sound and 
worthy of being 
tied to. Any- 
way, here they 
are. 

“Few buyers 
have the knack 
of passing on to 
those who do 
the selling, the 
information re- 
garding an arti- 
cle that is giv- 
en to them by 
the manufactur- 
er’s or jobber’s 
representa tiv & 
Some buyers try 
to do so, but the 
information is 
second handed 








“The turning = « 
point in my 
affairs occurred 
at that time, for while I was a 
long time learning the ropes and 
acquiring proficiency in my self-ap- 
pointed tasks I did progress steadily, 
and soon was able to give really help- 
ful counsel and ideas to many of my 
customers. Just as I had suspected, 
too, those concerns that had been giv- 
ing me the largest orders were the ones 
that stood least in need of assistance 
in selling the goods to their customers, 
and those who had been giving me 
the smallest orders, or turning me 
down altogether were the ones that 
I found to be most in need of help. 
I think every one of your readers 


Tue Man Wuo Dispiays A SINCERE INTEREST IN THE DEALER’S 


A WELCOME VisITOR.” 


users of appliances, as compared to 
what salesmen in other lines tell me 
about the conditions in their business, 
is reasonably good evidence that the 
goods are giving general satisfaction. 
Therefore, if this or that dealer is 
not selling the goods in the quanti- 
ties that he should it’s a safe bet that 
the reason is that he does not know 
how and needs help. At any rate, I 
would strongly advise your readers 
to work on that theory first of all in 
bolstering up a lame account. They 
are a lot more likely to be correct 
than if they start in by assuming that 
the goods are at fault or that the 


when it reaches 
those who work 
behind the coun- 
ter, to say nothing of the many 
points that are overlooked  en- 
tirely. Consequently the  salespeo- 
ple are handicapped in presenting 
that article to customers, and it sells 
slowly for that reason. Then Mr. 
Buyer pigeonholes it in his mind as a 
slow seller and buys sparingly of it 
thereafter. Whereas the real trouble 
is that the jobber’s representative neg- 
lected to sell the man who does the 


ProsLtemMs BECOMES 


selling. 

“Not one buyer in a dozen has the 
ability to retain in his mind even half 
the things he is told about the items 
he buys, and not one in fifty has the 
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HIGH TENSION EQUIPMENT 


A VAST FIELD 


HE clamor for cen- ganized into a local stock Delta-Star Unit-Type sub- 
tral-station service is company and each sub- _ station for each customer. 
increasing every day. scribes for a service cer- Hence the utility ac- 








Farmers want serv- quires a profitable 
ice—and they ai group of new cus- 
should have it. a 3 “ tomers without ad- 

nee ditional investment, 


new business is cre- 
ated for the con- 
tractor-dealer—and 
think of the line ma- 
terial, wiring sup- 
plies and appliances 
which you are 
called upon to sup- 
ply. 


Utilities are find- 
ing the Delta-Star 
Service Certificate 
Plan an ideal meth- 
od for meeting this 
situation. By means 
of it the farmers pay 
the entire cost of 
line, transformers, 
etc., yet the cost to 
them is less than for 
a limited-capacity, 
low-voltage isolated 
plant. 


The possibilities in 
this field are almost 
without limit. It’s up 
to you to help the 
farmer electrify. Con- 
ditions for taking ad- 
vantage of this vast 
undeveloped field will 
vary in different locali- 
ties, but there is a way 
of getting results in 
every community. 


Talk it over with 
the progressive util- 
ities in your terri- 
tory. Get your con- 
tractor - dealers 
enthused. You will 
all profit. 


We have accumu- 
lated considerable data 
A Unit-Type Farm Equipment. that will help you. It 
is summarized in Bulle- 

By means of the Delta-__tificate. Theamountthus tin No. 35. Write for it and 
Star plan the farmers ina raised pays for building any other information you 


given community are or- the line and installing a__ desire. 














Delta-Star Electric Company 


New York, N. Y., 100 Broadway 2433-53 Fulton i Chicago, Illinois Toronto, Ont., 67 Yonge St. 

Boston, Mass., 76 Pearl St. Seattle, Wash., Hoge Building 
Rochester, N. Y., E. & B. Building Buffalo, N. Y., 601 Ellicott Square Philadelphia, Pa., 902 Real Estate Trust 
Syracuse, N. Y., City Bank Bldg. St. Louis, Mo., Railway Exchange Denver. Colo., 1633 Tremont St. 

Salt Lake, Utah, Walker Bank Bldg. Indianapolis, Ind., 518 Traction Terminal Bldg. Pittsburgh, Pa., Union Arcade 
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knack of passing his information 
along to those who need it most. As 
a matter of fact, few buyers even 
realize their responsibility in that con- 
nection. So while it is of course neces- 
sary to interview the buyer and to 
sell him, it is just as important, if 
not more so, to get in touch with those 
who are to present the goods to the 
store’s customers, and coach them 
carefully too. I would say to your 
readers, therefore, get acquainted with 
those who do the selling in the stores 
you sell to, and show them how to 
talk and demonstrate your goods. 
Their friendship will be worth much 
to you in many ways. 

“Suggestion number two is this. 
Tell your readers to spend every min- 
ute they can in working behind the 
counters in the stores they visit. As a 
usual thing, if the proprietor of a 
store is told that the jobber’s sales- 
man is interested in his problems and 
wishes to learn more about them at 
first hand by working behind the 
counter, the permission to do so will 
be given gladly. By following that 
plan your readers will get dollars’ 
worth of experience for a few cents’ 
worth of time, so to speak, to say 
nothing of making themselves abso- 
lutely solid with that store. So many 
salesmen are interested only in get- 
ting the order and getting out as 
quickly as possible, but the man who 
displays a sincere interest in the re- 
tailer’s problems becomes a welcome 
visitor. 

“Another big advantage in that 
plan is in the opportunity it supplies 
to the jobber’s representative to get 
a first-hand knowledge of the deal- 
er’s advertising needs. Thanks to the 
things I learned in that way it has 
been possible for me to show more 
than one manufacturer wherein he 
was missing the mark in his dealer 
helps. Also, I have found by work- 
ing for an hour or two behind the 
counter in some store or other and 
keeping my eyes open, that the deal- 
er was making poor use of the ad- 
vertising literature which had been 
supplied to him for distribution pur- 
poses. On two different occasions 
that I recall a little time spent work- 
ing as a salesman in the store served 
to put me in touch with conditions 
that I brought to the attention of our 
credit man and which he made good 
use of in protecting the house against 


losses. But that of course was mere- 
ly a happenstance; the chief aim 
should be to help the dealer to a 
better understanding of how to sell 
the goods. 


“One more suggestion and I’m 
done. Tell your readers that if they 
have to talk to the proprietor or buyer 
where there are salespeople within 
reasonable earshot that it is a mighty 
good plan to raise their voices, so 
that their statements regarding the 
goods will be heard by those who will 
sell them. The man behind the coun- 
ter is keenly interested in all that 
comes into the store in the way of 
merchandise and his approval goes a 
long way toward influencing the buy- 
er, and it’s never too early to begin 
to gain his support. If the sales- 
man shows an inclination to drift over 
closer, he should be encouraged all 
that is possible without giving offense 
to the buyer. Oftentimes the sales- 
people are on excellent terms with the 
head of the house and their approval 
of an item of merchandise is all that 
is needed to insure its being ordered. 

“Not for four years has there been 
a time when it was so much to the 
advantage of the jobber’s salesman 
to devote time to coaching the dealer 
and his salespeople as now. Since 
the commencement of the era of high 
wages and “war profits” the public 
has been buying lavishly and without 
urging, and the need for selling tac- 
tics has been so small that many 
dealers have become neglectful of the 


fine points in their work. But we 
are rapidly returning to a normal 
basis of living and doing business, 
and it’s going to be necessary from 
row on to put more pressure behind 
the work of selling. The public will 
buy just as readily as they always 
have done, but the dealer must be 
alive to his responsibilities in order 
to win and hold trade. 





Good Will First Essential 


At their weekly Problems Course 
Luncheon held in the American An- 
nex hotel recently, about 30 members 
of the Sales Managers’ Bureau of the 
St. Louis (Mo.) Chamber of Com- 
merce, heard Admiral Graca, com- 
mander of the Brazilian navy, tell 
some very interesting and pleasing 
things regarding relations between 
the United States and Brazil. 

In the course of his address the 
admiral spoke quite often on sales- 
manship. At one point he emphasized 
“In selling any commodity the maker 
must find a taker; but after this is 
done it is necessary to first find the 
taker’s good will or he will never 
reach the consumer.” 

This thought the admiral brought 
out when referring to the pleasant 
commercial dealings between the 
United States and Brazil. Not only 
is this advice adaptable to the deal- 
ings between the two countries, but 
the transactions between jobbers’ 
salesmen and their dealer customers. 











Arthur M. Collins, sales manager, Western Electric Co., Cleveland, O., thinks that 
the only way to solve the labor problem is to pitch in and do it yourself. We don’t 
know whether Art is looking for gold bricks or trying to lay the corner stone in 
Western’s new building, but it might be that he’s giving us an illustration of how he 
cements good will between his house and Ohio dealers. Anyway we'd say that Art 
is like these oblong pieces of clay—a regular brick. 
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Cuddy Says! 


‘““Boys—Don’t be Order Takers.’ They 
write the ““House’”’ like this:— 


(Excerpts from an order taker’s letters to his house.) 


Dear House :— 
Enclosed find orders if you can; I can’t. Etc., ete. 
Your Gilt-edged Salesman. 


Dear House :— 
Your customers are leaving you one by one but 
never fear, I will stick to the finish. Etc., etc. 


Get back of an Individual Selling pty of your 
own to sell the New Mazda “C”” Lamps for Motion 
Picture Projection Purposes. 


These Profit-making Mazda Lamps work in the 
“Movies” in place of the Old Fashioned Carbon 
Arc Lamp for projecting pictures on the screen. 


Argus G. E. Mazda Projector Lamp Equipment backed 
up with the ‘“G. E.” and ‘“‘Argus” trade marks in- 
sures quality and service. 


You better have the ‘‘Dear House” get the right dope 
on this new line; it means New and Profitable Bus- 
iness. 


Sell ’em to the Dealer, the Contractor, the Central 
Station: they will sell ’em to the Movie Theatre, 
the School and Lodge Room, the Town Hall and 
the Big Industrial Plant. 


Once created, the sockets keep the Mazda Lamps work- 
ing Nights and Days. 


What do you say? 
H. H. CUDMORE, 
President 


The ARGUS ENTERPRISES, nc. 


815-823 Prospect Avenue 
CLEVELAND, OHIO 


NEW YORK CHICAGO BOSTON LOS ANGELES 
DENVER OMAHA DES MOINES SALT LAKE 
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FITTING BETTER LIGHTING TO 


trial lighting as merely “one time 
business.”” Next year the plant may 
be extended. If you have provided 
the right equipment this year, you'll 
be welcome next year. Factory 
lighting equipment becomes out of 
date rapidly, just like an automo- 
bile—the nifty, little bus of 1920 will 
be a relic in five years and this year’s 
lighting installation is pretty sure to 
be antiquated in 1925. You'll want 
to stage a return performance then 
and it will be pickings if you do your 
job correctly now. 
Attack the Problem by Sections 
One reason why lighting salesmen 
frequently get balled-up as to what 
equipment to recommend for a fac- 
tory is that they try to choose one 
size of lamp and one style of reflec- 
tor for the whole plant. You can’t 
do it any more than you can take fifty 
men at random and expect that No. 9 
shoes will fit the whole crowd. To fit 
them right, you’ve got to take each 
man separately, and to fit a factory 
with proper lighting equipment, you 
must take each room or bay separate- 
ly, consider the kind and class of 
work carried on in that particular 
room or bay, take into account 
whether the walls and ceilings are 
of light or dark finish and whether 
one, or more than one row of 
units, will be required. That in- 
formation, together with the height, 
width and length of the room or bay 


and a couple of lighting charts or 


—LIKE A DOCTOR, WENT MOSTLY ON HIS 
J UDGEMENT— 











(Continued from page 7) 


tables, will put in position to choose 
the right units, right sizes of lamps 
and to say how many units are 
needed, how they should be spaced 
and how high above the floor they 
should be mounted. A “bay” is any 
section of a factory that is separated 
from other sections by a row of sup- 
porting pillars or by any building 
construction, other than actual walls, 
which as far as lighting is concerned, 
divides one section or part of the 
plant from another. 

Overhead belting, shafts, cranes, or 
roof trusses may affect your illumina- 
tion plans. Naturally, your units in a 
bay where there is a crane, must be 
mounted high enough above the crane 
to permit its passage. These matters 
call simply for a little horse sense in 
figuring where to place the lighting 
units. 


What Reflecting or Diffusing 
Equipment to Sell 

In the years gone by there was no 
standard factory lighting equipment 
and it did take an illuminating engi- 
neer to determine what reflectors and 
lamps to specify for any factory. 
Even at that the illuminating engi- 
neer, like a doctor, went mostly on his 
judgment, acquired by many previous 
mistakes and bum guesses. Today it 
is comparatively easy to determine 
what equipment to advocate, because 
most factory lighting equipment is 
now standardized as a result of the 








I~ Years Gone BY Even ILLUMINATING ENGINEERS WENT Mostly on THEIR 
JUDGMENT. 


THE FACTORY 


knowledge that illuminating engineers 
have gleaned through the years. 
Two different types of lighting 
units are all you need to choose from, 
the standard steel enameled dome re- 
flector and semi-enclosing glass-ware 
or combination glass and_ steel, or 
glass and plaster of Paris units. 
The standard dome reflectors have, 
perhaps, the widest industrial lighting 
application of the two classes of re- 
flecting units. They may be used to 
excellent advantage for almost any 
factory lighting installation. These 
units should be used with gas-filled, 
incandescent lamps, which may be 
bowl-enameled or fitted with opal 
caps. They should not be used with 
clear, high-wattage lamps at mount- 
ing heights of less than twenty feet, 
or objectionable glare will result. The 
new bowl-enameled lamp is particu- 
larly suited for use with the standard 
dome reflector. The new glass top 
for use with the steel dome reflector 
permits some of the light to strike the 
ceiling and upper walls, thus remov- 
ing what has been perhaps the chief 
objection to the dome reflector. 
Semi-enclosing units, such for ex- 
ample, as Four-in-One, Denzar and 
the Ivanhoe Ace, not to mention many 
other similar good units, are excellent 
for factory lighting wherever there is 
not too great danger of breakage. 
They are particularly to be recom- 
mended for the lighting of factory 
offices. The first cost of semi-en- 
closing units is, of course, somewhat 
greater than standard steel enameled 
reflectors. Clear, gas-filled lamps 
should be used with this type of unit. 
With these facts before you in re- 
gard to lighting units, you should have 
no great difficulty in deciding for any 
given factory location what style of 
unit to recommend. 


The Right Size of Lamps and Re- 
flectors and Where to Put Them 

Having chosen the style of units, 
the next thing is to determine the sizes 
of lamps and reflectors and where to 
place them. It is impossible in this 
brief space to give you the experience 
tables showing the illumination inten- 
sities which have been found advis- 
able for various industrial operations 
and to give you auxiliary tables for 
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Spartan Interchangeable 
Receptacles and Plugs 


Do Not Infringe 
Hubbell Patents 


In the suit of the Harvey Hubbell, Inc., against The 
Bryant Electric Company for infringement of the Hub- 
bell patents for attachment plugs, the Circuit Court of 
Appeals for the Second Circuit has handed down an 
opinion in favor of The Bryant Electric Company, hold- 
ing that the Bryant Spartan Line of Plugs and Recepta- 
cles do not infringe the Hubbell patents. The Appellate 
Court orders the bill of complaint to be dismissed with 


costs of both courts to be paid by 
Harvey Hubbell, Inc., to = Bryant 
Electric Company. 


This means that The Bryant Electric Company can 
continue to make the various parallel and tandem slot 
receptacles of the Spartan Interchangeable Line as they 
have always been made, and that such devices have not 
infringed, and do not infringe Hubbell patents. 


In a further decision rendered at the same time in the 
matter of the Burton patent which covered the combina- 
tion of parallel and tandem slots in one device, the Court 
held said patent invalid—but 


this does not affect in any way the 
continued manufacture and sale of 
Spartan devices. 


THE BRYANT ELECTRIC COMPANY 


BRIDGEPORT, CONN. 


NEW YORK CHICAGO SAN FRANCISCO 
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the two classes of lighting units, pre- 
viously mentioned, which would indi- 
cate lamp wattage per square foot, 
for various intensities, which should 
be provided. There are several in- 
dustrial lighting hand books, some of 
them available without charge, which 
give these tables. For the reason 
mentioned it will not be possible to 
take an actual factory lighting prob- 
lem and solve it for you as an exam- 
ple. The aim, therefore, is merely 
to give you a general idea of the 
method of solving the installation 
problem and to make clear to you that 
it is ““easy’—nothing to be afraid of; 
no trigonometry or calculus; just 
plain arithmetic and not much of that. 

The first point to consider is the 
nature of the job. Start on one par- 
ticular room or bay. Is it new, so 
that lighting outlets may be placed 
wherever you desire, or it is already 
wired? In the case of a factory room 
which is already wired you should en- 
deavor to employ the old outlets and 
wiring, merely replacing old lamps 
and reflectors with proper modern 
ones. You will not be able to do this 
in all cases of re-modeling old instal- 
lations, because it is not always that 
good illumination can be obtained 
where you are thus limited in placing 
the lighting units. The difference. is 
the same as that between a tailor- 
made suit and a “hand-me-down.” 
The fellow with a normal physique 
can get a pretty fair fit in a ready 
made suit but Fatty Arbuckle has to 
be tailor-fitted. 

Now, let’s assume you have the 
problem of lighting the machine shop 
in a brand new factory. There’s no 






wiring in yet and you can put the 
lighting units wherever you like. We'll 
assume also that you have taken into 
consideration the sort of machine 
work done in one particular bay and 
have decided upon standard steel 
enameled dome reflectors with glass 
tops and bowl-enameled, high effi- 
ciency lamps as the proper equip- 
ment. 

The next thing is how high and 
how far apart to place the units. 
Measure the distance from the floor 
to the maximum practical height at 
which units may all be mounted on 
the same level. If this is the distance 
from floor to ceiling, deduct one foot, 
inasmuch as the centef of the lamp 
filament will come a foot below the 
ceiling even when the lighting unit is 
mounted flush against the ceiling. 

You now have the maximum pos- 
sible mounting height. You can make 
your actual mounting height lower 
than this, but you have determined 
your upward limitation. As a rule it 
is most economical and advantageous 
to mount the units as high as possible, 
within reason, because the higher you 
get them the wider apart they may be 
placed, still maintaining an even illu- 
mination over the entire working sur- 


face. High mounting permits the use 


of a few high candle power units as 
against a greater number of lower 
brilliancy units as the mounting is 
decreased. Obviously, the fewer the 
units, the less costly is the installa- 
tion. 

There is a fixed relation between 
mounting height of a unit and the 
horizontal distance between that unit 
and the next. For either of the two 


— BUT 


FATTY ARBUCKLE 
HAS TO BE 


FITTED. 





Tue InsTALLATION Must BE PLANNED TO Fit. 


types of lighting units previously dis- 
cussed the ratio of mounting height 
to spacing is the same and it’s easy to 
remember: Subtract 214 feet from 
the vertical distance between floor and 
center of lamp filament. The hori- 
zontal distance between units should 
be approximately one and a half times 
this figure. This information in table 
form is as follows. Reference to the 
table does away with the need of tax- 
ing your head with arithmetic. 


Spacing-Mounting Height Table 


. Maximum 
Mounting : 
Height of Unit —— 
Above Floor “etme. J 
Feet Distance 
Feet 

9’ 10’ 
10’ iy’ 
10’6” 12’ 
11’ 13’ 
12’ 14’ 
12’6” 15’ 
13’ 16’ 
14’ i 
14’6” 18’ 
15’ 19’ 
16’ 20’ 
16’6” 3)’ 
17’ 292’ 
18’ 23’ 
186” 24’ 
19’ 25’ 
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Find next the length of the room 
or bay and the width. Make a little 
diagram of it on a sheet of paper. Put 
criss-crosses on the diagram to form 
squares, the side of each square rep- 
resenting approximately the spacing 
distance between lighting units. The 
distance between the outside row of 
units, if there is more than one row, 
and the walls should be approximately 
one half of the spacing distance as 
shown in the accompanying diagram 
of a room which is 70 feet long by 
42 feet wide and for which the spac- 
ing between lighting units is 14 feet. 

When you have completed the dia- 
gram, the number of “criss-crosses’’ 
will indicate the number of lighting 
units required. 

Next, find the square feet of floor 
space which must be lighted by each 
unit. It’s simple enough—just mul- 
tiply length of the room by width. 
That’s total floor space. Divide it by 
total number of units and you have 
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Exterior of 


Salt Lake City 


Service Station 





SALT LAKE 
CITY 


From this Service Station at 147 Regent Street, we service the en- 
tire Rocky Mountain territory including Utah, Idaho, Montana, Wyo- 
ming, Colorado and New Mexico. 


PORTS 5 tl alba e oo TS é 





Salesmen for electrical and hardware jobbers will be interested in see- 
e ing our display rooms and our repair and shipping departments. We 
are equipped to give prompt service on any of our products. 


The Salt Lake City Service Station is but one of eleven similar stations 
which we maintain in different parts of the country for the convenience of 
our customers. 


EDISON ELECTRIC APPLIANCE CoO., Inc. 

5660 WEST TAYLOR STREET 

d CHICAGO 

P NEW YORK ONTARIO, CALIFORNIA ATLANTA 
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square feet of floor to be lighted by 
each unit. 

From here on, the “dope” is in 
table form. First you get hold of a 
table which shows in  foot-candles 
the illumination intensity needed for 
different factory operations. In solv- 
ing your particular machine shop 
problem you would thumb through the 
table alphabetically to “M,” spot 
“Machine Shop” and pick out the re- 
quired intensity, which for the usual 
machine shop work, is from 5 to 10 
foot-candles. Five foot-candles will 
provide good average lighting, while 
ten foot-candles will furnish extra 
good lighting. It’s wise to figure on 
extra good lighting always, unless 
your prospect may be expected to 
balk at the cost. 

Next, you lay hold of a table show- 
ing “Lamp Wattage per Square Foot 
for Various Foot-Candle Intensities” 
for the particular lighting unit you 
plan to use. In the case of the stand- 
ard dome reflector, the table will in- 
dicate that for an illumination in- 
tensity of 10 foot-candles the “watts 
per square foot” required vary from 
1.25 to 1.55, depending on whether 
the installation requires one, or more 
than one, row of units and whether 
the walls and ceilings are light or 
dark in color. The table will indi- 
cate the exact figure of watts per 
square feet to choose for each case. 

Now comes the final step. Multi- 
ply the “watts per square foot’”’ which 
you have found from the table, by the 
number of square feet of floor space 
which each unit must light. (This 
you have determined as previously 
discussed.) The answer indicates the 
size in watts of lamps to use. If, for 
example, the answer is 284, pick the 
nearest standard size of lamps, which, 
in this case, would mean a 300-watt 
lamp. The proper size of reflector is, 
of course, determined by the lamp 
wattage. 

That’s all—when you’ve done these 
things, you’ve determined size and 
style of lamps and reflectors, how 
many, and just where and how high to 
mount each one. 

As to wiring and circuits, that’s 
quite likely to be the plant electri- 
cian’s problem. You can easily fit 
yourself to determine these points, 
too, however. Get any good wiring 
hand book. It will show you wire 
sizes for any load and how to plan 
circuits. Just one point should be 


kept in mind which the wiring book 
doesn’t tell you. Be generous in your 
allowance for wire sizes and under- 
load circuits rather than overload 
them. In doing this you are making 
future lighting changes easy—making 
it possible for the plant to go to still 
higher lighting intensities at a future 
date without having to re-wire. 

Let’s go back now to one phase of 
the lighting problem which we haven’t 
analyzed—the plant that is already 
wired and lighted but which requires 
modern reflectors and lamps. If pos- 
sible, you will want to save your cus- 
tomer the cost of re-wiring. The 
steps in determining what lamps and 
reflectors to use are identical with the 
method just outlined but the order of 
the steps is changed. 

In order to utilize the old outlets, 
the spacing and number of units is 











A short time ago, H. H. (Herb) 
Moorehouse, southern Iowa representa- 
tive of the Illinois Electric Co., Chicago, 
wrote to his superior, N. G. Harvey, 
asking him what suggestion he had to 
offer to reduce the high cost of living. 
Mr. Harvey wrote back and suggested 
that he “drown a couple of the kids.” 
The plan didn’t appeal to Herb but 
from a letter written him by J. A. Dun- 
can, manager of the Apex department, 
he has found the solution. Dunk says: 
“Dear Herb: We have just been in- 
formed by a reliable party that you are 
no longer allowed to pass the contribu- 
tion box in the church on Sunday 
morning. 

This party doesn’t know that there 
was anything wrong, but that they now 
have a one-armed man passing the box. 
Please enlighten us. (Signed) J. A. Dun- 
can.” We don’t think that Dunk is try- 
ing to insinuate that Herb has taking 
ways but you see Dunk used to be on the 
road and their territories sort of over- 
lapped, causing a little discussion in the 
family as to whose order was which. So 
probably Dunk is just taking a long 
waited for dig at Herb. Anyway we’d 
like to hear from Herb himself on the 
subject before we pass judgment. Meet 
Herb and a couple of future jobber’s 
salesmen cultivating the miniature 
Moorehouse farm away out in wild and 
woolly Ottumwa, Ia. 


predetermined, you can, however, 
change the mounting height. So as 
before, find the floor area; the square 
feet each unit must light; the proper 
foot-candle intensity (from tables) ; 
and corresponding watts per square 
foot for the particular type of unit 
selected (from tables). 

Then find the proper mounting 
height from floor to center of lamp 
filament from the table which shows 
spacing and corresponding mounting 
height. 

If the lamps can be mounted at 
this height, or approximately so, good 
lighting is obtainable. If the calcu- 
lated mounting height is not practi- 
cable, the plant must be re-wired to 
obtain the best illumination. The fore- 
going is based upon the supposition 
that the spacing between units does 
not vary too greatly and that the dis- 
tance from walls to first row of units 
is somewhere in the neighborhood of 
half the average spacing distance. 

Like everything else, figuring fac- 
tory lighting is easy when you know 
how. A few hours of study with a 
factory lighting hand book will show 
vou the road. The rest is just con- 
fidence on your part and a bit of ex- 
perience. If at any time you get 
stumped, put your problem up to the 
engineers employed by the lighting 
equipment folks—that’s what they’re 
for. 





The Pinch-Hitter 
Salesman 


By S. G. Haskins 
Grensel-Quarfot Elec. Co. 


In selling lamps it might be well 

To turn our work into play 

And line up each man as we would in 
baseball 

If we wished to carry the day. 


We must train our men on the selling 
force 

As we train baseball men in Spring. 

They must have a full knowledge of 
every play 

In order for us to win. 


But above all things, we must have a 
man 

Who can hit when a hit means a run, 

For a plucky Pinch-hitter salesman 

Can put many a competitor on the 
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The Washer Wen Buy 


wy EALERS report that whenever 
Sper ubby 1s consulted, the A-B-C 
oe Super Electric invariably is the 
choice, in competition with other 
makes. ‘The two-in-one washing prin- 
ciple (combining the cylinder and os- 
cillating action), the sturdiness of the 
construction, the simplicity 0ft4e mech- 
anism, the quietness and smoothness 
of operation, the reversal of the cylin- 
der without the slightest shock or jar; 
all these make a strong appeal to men. 














It has been said that women are often 
inclined to purchase on outward appear- 
ances or on the recommendation of 
friends or neighbors. Men generally 
*‘look under the hood.”’ Their prefer- 
ence for the A-B-C has caused it to be 
known as “the man’s washing machine.” 











Altorfer Bros. Company 


Foreign Sales Dept. 


19 Park Place, New York PEORIA, ILLINOIS 
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How Can I Help My Trade? 


(Continued from page 11) 


here is.an opportunity for the jobber’s 
salesman to prepare himself to serve 
his customers—and the work involved 
is not great. 

To get down to definite cases, con- 
sider a few of the points whereon the 
jobber’s salesman can well be of help 
service—to his customers: 

On Store Arrangement 
Probably one of the most important 
matters in the business of the retail 
merchant and often one of the most 
difficult problems to solve is that of 
proper store arrangement. The elec- 
trical dealer who has but recently 
gone into the retail selling game is 
seldom well informed on such mat- 
ters. Because many of these smaller 
merchants have entered the appliance 
selling field by way of an electrical 
contracting business they sometimes 
have little insight into the methods 
of retail selling and often less knowl- 
edge of how to arrange their store 
for best results. Yet these very men, 
if given the right sort of help and 
encouragement will grow into good. 
big customers for you and your house. 

The wide awake jobber’s salesman 
need not be an expert on store ar- 
rangement to give these _ fellows 
pointers of real value. Among your 
customers will be those who have de- 
veloped their stores to points of high 
efficiency. Too, there will be stores 
which duplicate the size, location and 
general architectural characteristics 
of the shop which you are considering. 
Pick out the good points of places 
which you have visited and tell 
your merchant-who-would-learn about 
them. 

You will find plenty of room for 
improvement in many shops. You 
will also find that the right sort of a 
merchant is anxious to get ideas and 
will quickly grab any good ones which 
you can give him. Here is where 
your “outside” point of view will 
count big—but be careful that your 
“inside” viewpoint doesn’t get the 
upper hand. By placing yourself 
frequently in the place of a customer 
of the store you can check any tend- 
ency to advise a certain arrangement 
simply because it follows tradition 
and “has always been done that way”. 
Some of the most successful electric 
shops are those which have broken 





sharply away from the old accepted 
standards of retail store arrangement. 


Window Displays 

Another problem which is bothering 
many dealers is that of window dis- 
play. Frankly, I believe it ought to 
bother a lot more! How many times 
do you suppose you have walked into 
a retail electric store without gaining 
any impression whatever from the 
show windows? Think back over 
your list of customers and see how 
many of their window displays you 
ean recall. The chances are there 
will be comparatively few of them 
which have made any lasting impres- 
sion on you—and you are in the busi- 
ness and it is assumed pay more atten- 
tion to such matter than the average 
man on the street. Some you will re- 
call, no doubt, because of their out- 
standing “badness”. But if you pass 
by a window without really seeing it, 
how many customers or prospective 
customers of that shop do you sup- 
pose pass it by? 

Here you can render a very de- 
finite service if you succeed in im- 
pressing on the delinquent dealer the 
importance and value of his windows 
as salesmen. You can be of direct 
help to your customers if you but pass 
along to them good ideas which you 
have discovered in other windows. 
Tell what has made you stop and 
look and want to buy—be it a display 
in a haberdashery or an attractive 





arrangement of monkey wrenches. 
Not alone in electrical stores will you 
get ideas for electrical merchandise 
displays. In fact in all probability you 
will get more good ideas from the 
windows displaying entirely different 
merchandise. Making due allowance 
for the exceptions, non-electrical mer- 
chants are far in the lead in matters 
of window display. 


Advertising 

When it comes to advertising—in 
newspapers, on bill boards, through 
the mails, in the street cars, and even 
in programs—you will find many of 
your customers groping blindly in 
the dark. They have advertised, to be 
sure, but the results have been far 
from satisfactory. There is always a 
reason why advertising “goes wrong”’. 
You may be unable to discover that 











Peerless 
Fans 





An All Round Good 


Fan. 


That, in a few words 
describes the PEER- 
LESS fan. It is re- 
markably smooth run- 
ning, therefore cool, 
quiet and efficient in 
operation. 


The special design of 
the blades gives the great- 
est possible wind output 
for the least amount of 
current consumption. 


These are only a few 
of the advantages of 
PEERLESS fans that the 
public is quick to appre- 
ciate. They are talking 
points that will help your 
dealers cash in on the de- 
mand for really service- 
able fans—fans that will 
operate efficiently and 
economically through a 
long life—season after 
season. 


PEERLESS fans are 


easy to sell and stay sold. 


PEERLESS 


ELECTRIC CoO. 
Warren, Ohio 
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Jobbers’ Salesmen 





E welcome this 

opportunity of 
expressing through 
THE JOBBER’S SALES- 
MAN our apprecia- 
tion to you for the 
co-operation that you 
have given us. 


The business that 
you have given us 
has meant more to us 
than you probably 
realize and we want 
you to know that we 
fully appreciate it 
and trust that you 
will consider us 
worthy of your fu- 
ture support and as- 
sure you that we will 
give you the very 
best service possible. 


F) 


Carbon Incandescent'Lamps 
Fractional Horsepower,Motors 


The Sunlight 
Electrical Mfg. Co. 
Warren, Ohio 











reason at first glance, but on the other 
hand many cases will be perfectly 
clear to you—as an outsider. 

One of the best and simplest rules 
is to use common sense. Don’t try 
to make something difficult out of ad- 
vertising. Tell your customer frankly 
how his ad appeals to you. Would 
you be attracted by it? Would it ap- 
peal to you favorably, create confi- 
dence in your mind, convince you? 
If not, why not? You know what 
sort of copy sells you. Tell him! 

You will find that most dealers are 
keen to become advertising wise. 
They have taken a hand at writing 
copy and are rather proud of their 
attempts—at first. Then the day 
comes when they haven’t time to pre- 
pare the next copy. The paper re- 
peats the last ad; results do not ma- 
terialize and the advertising contract 
is cancelled. What these dealers need 
first of all is encouragement; then 
instruction or outside help in prepar- 
ing their advertising. You can most 
certainly give them the former and 
it should not be a difficult matter to 
help them yourself or tell them where 
they can get the assistance they need. 
Perhaps your own firm will help and 
certainly many of the manufacturers 
are willing and anxious to supply ad- 
vertising cuts and copy. Then there 
is the Society for Electrical Develop- 
ment which issues to its members a 
Monthly Sales Service containing fif- 
teen or twenty illustrated ads of the 
very sort which your dealers can use. 

Advertising, like window display 
and store arrangement is a big and 
broad subject, but the first principles 
are simple and not difficult to master. 
There has been a lot of mystery made 
of advertising—a lot of dust has been 
thrown which has tended to surround 
the whole with a screen of technicali- 
ties. But without going deeply into 
the matter in this article let me say 
just this: You are a salesman; you 
sell merchandise. An advertisement 
is a salesman; it sells merchandise, 
too. Write your advertisement as you 
sell. Get attention, arouse interest, 
create desire and close. Write as you 
think and talk. If more professional 
advertising men kept those points in 
mind there would be more good sell- 
ing talk on paper and less literature 
using up valuable white space and 
selling nothing. You can do nothing 
better as a beginner than to pass those 
rules along to the next customer who 


seeks your help on matters connected 
with his advertising copy. 


Retail Merchandising Practice 


As a salesman you will be looked 
upon by many of your customers as 
an authority on selling methods. You 
should be such an authority and you 
should not be at all stingy with your 
knowledge. Here is a very definite 
service which you are expected to 
render—that of helping your cus- 
tomers sell what they have bought from 
you. It is a big part of your firm’s 
service to its customers. In this con- 
nection I am speaking of selling as 
having to do only with the personal 
contact selling methods employed by 
the dealer himself and his employees 
—not of the other branches of selling 
which I have mentioned previously, 
such as display and advertising. 

Some men are simply “store keep- 
ers’; others are real merchants—mer- 
chandisers. You should use your ef- 
forts in helping more store keepers 
become merchants. In this connec- 
tion your service will have to do with 
questions of methods and policy, often 
points on which the merchant is back- 
ward about asking for outside help. 
But unless your customer is follow- 
ing correct selling practices, is sell- 
ing so as to clear a proper profit and 
is watching his costs and credits—he 
may soon cease to be a customer. It 
is most important to you and to your 
house that you know what your cus- 
tomer is doing and correct mistakes 
before they cause trouble. 

Cost accounting is a matter receiv- 
ing much attention at present and it 
should receive more. You will do 
well to inform yourself at least on 
how the merchant can obtain the best 
information on that subject—if you 
can not help him out yourself. 

It is true, of course, that some, per- 
haps many, of your customers will 
not seek your advice and will not take 
it if offered. Some in this class are 
big and successful enough not to need 
it. They learned by experience—an 
expensive teacher—or from your pre- 
decessor. Others “know it all” and 
will soon retire—either to the poor 
house or to an asylum. This discus- 
sion has to do rather with that great 
class of growing, learning merchants 
and central stations who some day 
will be in the class with the big fel- 
lows and who in the meantime are 
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10530 SWITCH 


we have been told, has 
proved to be one of the most 
attractive articles jobbers’ 
salesmen handle. It is not 
like a device that is a sub- 
stitute for something else— 
it is a new Switch for which 
a new big market has been 
developed by the largest and 
most scourageous National 
Advertising Campaign ever 
attempted on a piece of mer- 
chandise of this kind 
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| The Little Switch that Makes 


(A rteduced Reproduction of 
Another Full Page Advertisement 
in the two and one-half million 
issues of the June 5th Saturday 
Evening Post.) 











Good-Natured Breakfasts 


OOD COFFEE —toast browned to a turn—and the C-H Seventy- 
Fifty Switch help to make perfect breakfasts in thousands of 


homes. 


Even if father did “get up on the wrong side of bed,” he'll 


forget his frown if breakfast is “just right.” 


The electric toaster or percolator is so 
much more convenient when the 70-50 
Switch is attached to the cord. Instead 
of yanking at hot connector plugs—per- 
haps burning your fingers or spilling the 
toast or coffee—you merely press the 


For the 


With the 70-50 Switch on the cord of your 
electric iron, you can maintain an even 
temperature by turning the current on 
and off without changing your position. 
If called away from the ironing board, a 
glance tells whether the current is “on” 
or “off,” thus eliminating danger of fire 
or of scorching the clothes. 


button to turn the current on or off. 
You toast each slice when you want it and 
you serve it hot. A push of the button 
prepares an extra slice or reheats the 
coffee. Whether early or late, breakfast 
is always just ready to serve—piping hot. 


Iron, Too 


Take the cord of your toaster, percolator 
or iron to your electrical dealer. He will 
attach a C-H 70-50 Switch, just lixe 
those you will find on the more modern 
appliances. (75 cents east of the Rocky 
Mountains.) Look for the ““C-H” on the 
switch—it is your guarantee -of satis- 
faction. 


THE CUTLER-HAMMER MFG. Co. 
MILWAUKEE, WISCONSIN 


Made in Canada by BENJAMIN ELECTRIC MFG. CO. of Canada, Ltd., Toronto 


CUTLER-HAMMER 


SWITCH & SPECIALTY DEPT. / 
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0 SS a a 
Talking Point No. 3 


—in a series to Jobbers’ Salesmen, shox 
why Hubbell Electrical Specialties m 
friends with your customers. 





This 1s the way 
any Contact 
is made 


Compare these two photographs. The first 
shows a Hubbell 5964 Cap with parallel blades, 
and the second shows a Hubbell 5420 Cap with 
tandem blades,—both fitting the same contact 
springs. 

In Hubbell Receptacles and Current Taps 
these springs rest within two individual arc- 
ing chambers, ‘where any spark at make or 
break can do no damage. The cap blades pass 
through narrow “T-slot” openings where even 
a baby’s tiny fingers could not penetrate. 


This T-slot and the double spring are ex- 
clusive Hubbell features, which permit any 
standard cap with either parallel or tandem 
blades to be used with a Hubbell Receptacle 
or Current Tap. 


Hubbell Consistent Standardiza- 
tion is a talking point that means 
easy Hubbell Sales. And Hubbell 
Quality and Workmanship justify 
your recommendations, 





Cap 5419 Plug 5917 p 5964 


Plug 5612 Cap 5420 Plug 5607 
Complete soit 


Complete 5467 Complete 5406 


HARVEY HUBBELL« 


ELECTRICAL SPECIALTIES 


BRIDGEPORT CONN, U.S.A. 


Pe $2062.1 















en 





THE JOBBER’s [A] SALESMAN 





llowing no opportunity to pass for 

tting the best and latest advice on 

atters of concern in their business. 
iese are the merchants who one day 

ll be your big business customers. 

ese are the ones who will accept 
vour service at its face value, for what 
you make it worth to them. 

And yet, while paying particular 
attention to the smaller fellow whom 
ou know wants all the help he can 
vet, do not pass over entirely the 
larger organizations. You will often 


eo 


find most unexpected ways in which 
you can render these big fellows a 
real service. It may be help given to 
their salesmen, to the store manager, 
or perhaps an idea passed along to 
the chap who looks after the window 
displavs—watch your opportunity 
and let no chance slip to render a 
service to the credit of vour firm. One 
helpful hint given to the salesman of 
a large dealer may be as valuable in 
its returns to you as though it were 
given to the proprietor himself of 
a smaller shop. 

To the man who does not really 
care about getting along in his pro- 
fession the reading of the foregoing 
will have suggested plenty of argu- 
ments as to why he can not fit him- 
self to render service to his custom- 
ers. But the man who would pro- 
gress in the science of salesmanship 
will have before this thought of sev- 
eral ways of gaining the necessary 
knowledge—if he has not already ac- 
quired it. The will to get what you 
want is half the battle. With that 


sort of a will the rest is comparatively 
easy. 


My first advice would be, keep your 
eyes and ears open. Cultivate the 
habit of observation. With a definite 
objective in mind—that of gaining in- 
formation which will be of help to 
your customers—you will see and re- 
member many things which otherwise 
you might pass by unnoticed. Some 
use a note book. That is a good prac- 
tice if you do not find it easy to re- 
member the details of ideas you pick 
up. Grab a good idea wherever you 
see it. Even if it be in a non-elec- 
trical store it can most likely be ap- 
plied in some manner to the electrical 
business. There is verv little new 
“ander the sun”: most big ideas are 
but rodifications of old ones—of old 
ones which have been tried and found 
good. 

Read the papers and magazines; 
study the advertisments; get the clip- 
ping habit, if you want to, and clip 
all the ads which appeal to you as 
being particularly good. The non- 
electrical store windows present many 
excellent ideas which can be made to 
fit your customer’s windows and stock. 
Study the selling methods of all suc- 
cessful merchants. When you are 
“sold” by good argument make a note 
of the method and profit by it. When 
you next go to buy a collar and come 
away with a shirt, a pair of socks and 
a new necktie, analyze the methods 
used by that salesman in convincing 
you that you needed all those other 
things. 




















“Put up your dukes,” says Fred Wittich, lamp salesman, Republic Electric Co., 
leveland, O., “and I’ll show you how I knocked the eye out of Kaiser.” H. W. 
Seabury, city salesman, on the right, is going to show the kind of a fight he puts 
ip for orders, while Martin Zahn, northern Ohio representative, referees. It’s hard 
elling which one to place the money on, but H. W. has a mean jaw. 











Hotel Fans 


HUSAMULSALEN EN ENTE 


Emerson D. C. fans 
with the five year fac- 
tory guarantee make the 
best investment for the 
hotel manager who is 
looking to the future. 


Emersons are fine 
fans for continuous duty. 
Their useful life, with 
ordinary attention, 
should be more than 
twice the life of the 
guarantee. They are ad- 
justable as desk or 
bracket fans. Full en- 
closure of the motor 
keeps out dust. The com- 
mutators are extra 
heavy, with large square 
brushes, shaped to fit. 


Many prominent 
hotels with the D. C. 
service have installed 
Emerson fans in guest 
rooms. The first order 
is always followed by 
others, until a complete 
equipment is secured. 


Emerson 9=inch and 
12-inch 110 volt D. C. 
non-oscillating fans can 
be shipped promptly in 
Substantial quantities. 
Here is a chance for 
some big fan business on 
your route. If you want 
help in selling Emerson 
fans, give us the facts. 
We can provide convinc- 
ing references among 
hotel men who know these 
fans. 


THE EMERSON 
ELECTRIC MFG. CO. 


St. Louis ~ New York 
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tions. 


the housewife. 














Apex Electric Suction Cleaner 


The quality and satisfaction inherent in the Apex 


In product, 


cleaner are the logical result of improved manufacturing methods made 
this modern plant. 
Apex stands second to none. 


factory and co-operation 


The entire Apex organization has been developed to 


give the utmost service to our electrical distributor-dealer sales connec- 
Our aim is to help them meet with the 
ever-increasing demand for Apex Cleaners. 


least possible delay the 


The Apex cleaner is worthy of your best efforts because 


Get behind the Apex Cleaner. 


THE APEX ELECTRICAL 
7 East 152nd_ 
Cleveland, 














it will back you up at-every point. 
The Apex proposition delivers 


Made in Canada by 

APEX ELECTRICAL MANUFACTURING CO., 
I eee 

102-104 Atlantic 

Toronto, 


Apex quality delivers satisfaction to 
satisfaction to the dealer 


DISTRIBUTING CO., 



































































































APEX DISTRIBUTORS 


MOORE-HANDLEY HDWE. CO. 
Birmingham, la. 
ELEC, RY. & MFR’S. SUP. CO. 
San Francisco, Cal. 
ILLINOIS ELECTRIC CO. 
Chicago and Los Angeles 
THE NEW —o- ELEC, CO. 
Denver, Col ‘ 
DOUBLEDAY- HILL pe. co. 
Washington, D. 
LIVINGSTON - YONGE co. 
Jacksonville, Fla 
GILHAM-SCHOEN ELEC, CO. 
Atlanta, Ga. 
INTERSTATE ELEC. CO. 
New Orleans, La. 
WETMORE-SAVAGE CO. 
Boston, Mass 
THE STROUD- MIC HAEL CO 
Cleveland, Detroit, Pittsburgh 
HACKETT, — HURTY CO 


Min 

FU NSTEN ELECTRIC co. 
Kansas City, Mo. 

CENTRAL TEL. & ELEC. co. 
St. Louis, Missou 

ELECTRICAL FQU IPMENT co. 
Butte, Mont. 

THE KORSMEYER COMPANY 
Lincoln, Neb 

seag =~ ELEC, “SUPPLY CO. 


ark, J. 

H. I “SAC Kerr ELECTRIC CO. 
Buffalo, 

KIMBALL ELECTRIC co. 
New York City 

UTICA — APPLIANC E Co. 
Utica, } 

CAROLINA eX ELEC. CO. 
Charlotte, N. 

UNITED ELECTRIC co. 
Oklahoma City, Okla. 

FORBES SUPPLY COMPANY 
Portland and Seattle 

FRANK H. STEWART ELEC. CO. 
Philadelphia, Pa. 

JAMES -~ PPLY COMPANY 
Chattanooga, Tenn 

SMITH - PERRY ELECTRIC co. 
Dallas, Texas 

THE MINE & SMELT. SUP. CO 
El Paso, Texas 

TEL-ELECTRIC ~~ cial 
Houston, Texa 

INTER_MOUNTAIN ELEC. CO. 
Salt Lake City, Utah 

W. M. REAY & COMPANY 
Norfolk, Va. 

THE FRONT COMPANY 
Wheeling, W. Va. 

CANADIAN 

McDONALD & WILLSON, Ltd. 
Toronto and Winniveg 

DAWSON & COMPANY, Ltd. 
Montreal and Winnipeg 

THE EASTERN ELEC. CO., Ltd. 
St. John. New Brunswick 

SUN ELECTRICAL CO., Ltd. 
Regina, Sask. 

GENERAL SUPPLIES, Ltd. 
Calgary and Edmunton, Alta. 

E. B. aa hy SON 
Vancouver, 

4 Ae thy 4 MCOUNTRIES 

BARTLE & CO. 
Johannesburg, South Africa 
FUHRMAN & COMPANY 


Buenos Aires, Argentina 
MI 


Prahran. Australia 
DUNCAN WATSON & CO. 
London. England 
SOCTETH D’ELECTRICITE MORS 
Paris, France 
R. S. STOKVIS & ZONEN, Inc. 
Rotterdam. Holland 
MONTI & MARTINI 
Milan. Italy 
E. W. MILLS & COMPANY 
Wellington, New Zealand 
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SCOTT C. WALKER 
(Continued from page 21) 
interest thereby becoming president. 

Advancement, though, did not rid 
Mr. Walker of his arduous detail 
work for he still retained the multi- 
plicity of responsibilities which had 
first been placed on his shoulders. 
With the rapid growth of the com- 
pany, however, it was not long be- 
fore he had passed the details on to 
bookkeepers, bill clerks, shipping and 
receiving clerks. 

After meeting and conversing with 
Mr. Walker you begin to feel as 
though this amiable gentleman missed 
his calling when he chose the office 
instead of the road. His remarkable 
personality, his cordiality towards all 
and his rare gift for making and hold- 
ing friends would most certainly have 
made him a star electrical salesman 
whether he had any inclination or 
ability along sales lines or not. His 
order book would not have been want- 
ing. 

Scott Walker’s business life has 
really been far from varied or spec- 
tacular though he was an officer in 
a corporation in his early twenties. 
Plain constant endeavor and willing- 
ness has elevated him to the position 
he now holds. 

When asking an associate, employe, 
acquaintance, friend or even a com- 
petitor what they think of C. Scott 
Walker, the ensuing answer is in- 
variably, “He is a prince of a fel- 
low.” It is probably for this reason 
as much as any other that Mr. Walker 
can boast of a lower turnover of 
help in his organization than a great 
number of other firms in his line of 
business. Stock men, who usually 
come and go as quickly as the weather 
changes in Chicago, stick by the 
Varney company steadfastly; sales- 
men seldom leave; and even when 
three girls on the office force were 
married not long ago they didn’t “give 
up the ship.” 

Besides holding his employes by 
making it a pleasure to work under 
him, Mr. Walker has another means 
of keeping the company’s personnel 
intact. Each employe, if he or she 
so desires, may buy stock in the com- 
pany and become a member of the 
firm. A large number have done so. 
In Mr. Walker’s own terms, “he tries 
to make his family feel at home.” 
And, by the way they stick, they do. 





Jobbers Salesmen 


find ‘Rome Wire’’ the asked for label on electrical wires and 
cables. One reason is that the workmen who make them 
have in addition to a deep seated pride in the product, an 
added incentive due to the fact that every coil, every reel 
and every spool has an identifying mark clearly indicating 
the person who drew or insulated it as the case may be. 


Penalties are rare, due to our men’s distaste of a “black 
mark” and a rigid system of constant inspection to catch a 
momentary lapse of vigilance. 


When people buy Rome Wire they get what they order— 
incidentally the price is invariably right. 


Products of 


ROME WIRE COMPANY 
MILLS 


Hot Rolled Copper and Bronze Rods. 
Copper and Bronze Bare Wire— 
Round, Square and Rectangular, Plain and Tinned. 
Copper and Bronze Trolley Wire— 
Round, Grooved and Figure 8. 
Copper and Bronze Power Cables. 
Round Edge Flat Copper Strip. 
Polished Copper Piano Covering Wire. 


MAGNET WIRE 


Round, Square and Rectangular 
Cotton Covered Ignition Wire 
Silk Covered Starter Cable 
Enamel Covered Lighting Wire 
Enamel and Cotton Horn Wire 


Enamel and Silk 
MISCELLANEOUS WIRES 
RUBBER INSULATED WIRES Brewery Cord 


N. E. C. S. Wire Deck Cable 

Flexible Cords Gas Engine Cable 
Telephone Wires Mining Machine Cables 
Bridle Wires Gathering Locomotive Cables 
Jumper Wires Special Wire and Cables 
Flame Proof Wires Wire and Cables for Export 
Fixture Wire 


AUTOMOBILE WIRES 
Charging Cables 


Rome Wire Company 
Mills and Executive Offices: ROME, N. Y. 
Branch Plant at BUFFALO, N. Y. 


“From the wire bar to the finished product” 
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CHARLES S&S WALKER 
nF 7? HERBERT E Cave 
o omesonnY Vice PRESIDENT © OWEN. A cuemevamy @ TReaeunes 
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MANUFACTURERS OF 
~~ THE EYE SHIELD DIFFUSER anv LIGHTING SPECIALTIES 
2 
yy 236-236 SOUTH MERIDIAN STREET 
eee Ya t 
oe. INDIANAPOLIS 


The other day on the train between Philadelphia 
and Indianapolis my seat companion was a man who 
said he was interested in educational work. 


He gave me many facts of interest on illumina- 
tion in schools and colleges. As we got deeper 
into the subject, I told him about the Eye Shield 
Diffuser, and explained that it was a device for 
diffusing the rays of the modern lamp to elimi- 
nate glare and soften contrasting shadows. 


Strange to say, he didn't know there was such 
an efficient low-priced light diffuser on the 
market. He was particularly interested in the 
low light absorption of our translucent bowl. 


When I told him the cost and explained that 
anyone with two hands could install them without 
tools or changes in wiring or fixtures, he 
handed me his card. 


I had been talking with the president of a 
prominent university. 


This suggests a tremendous field for your 
dealers -- a market that lays at their door. Not 
only in college and school classrooms but in the 
Study room at home as well. 


How many of YOUR friends are interested in 
better illumination for schools? Wouldn't it pay 
you to tell them about the Eye Shield Diffuser? 


Enthusiastically yours, 




















DIFFUSER 





Probably due a great deal to his 
efforts, the company five years ago 
took over the Service Electric Co. of 
Evansville, Ind., which is now con- 
ducted as a branch house doing a 
proportionately profitable business. 

Mr. Walker directs the sales poli- 
cies of his firm. ‘In August, 1919, 
when the man who was, up to that 
time, sales manager, left, he decided 
upon a radical change in the sales ad- 
ministration. In place of the former 
sales manager, who had the unbiased 
control over sales policies, there was 
substituted a sales committee com- 
prised of a traveling sales manager, 
country sales manager, various de- 
partment heads, the Evansville branch 

manager and J. F. Scott. 

| This committee, Mr. Walker says,. 
functions in a much more satisfactory 
and profitable manner than the one 
man plan. New ideas are more read- 
ily augmented and no one individual 
has complete jurisdiction. Under 
this arrangement no overly ambitious 
idea, more profitable in theory than 
practice, can be put into effect. 

C. Scott Walker is a lover of out- 
door life. In fact he is more at home 
in his hunting or fishing togs away 
out a hundred miles from nowhere 
plowing through snowdrifts with a 
deer on his back or wading a stream 
angling for trout than directing his 
| business affairs in his comfortable 
private office. 

When it comes to golf, Mrs. 
Walker terms him a “nut.’”’ She says 
it’s a mistake that it isn’t his middle 
| mame. As soon as the snow disap- 
pears, he dons his early spring golf 
togs (hip boots and slicker) and sails 
over the golf links for 36 holes——or 
more. 

He may have acquired his web feet 
from being a member of the Indian- 
apolis Canoe Club, but, regardless, 
this is the way his ax-arm is kept in 
trim. Scott Walker is also an active 
member of the Independent Athletic 
Club of Indianapolis, Highland Golf 
Club, Riverside Golf Club, and is a 
32nd degree Mason and an Elk. 

He is a firm lover of the great out- 
of-doors as can be plainly seen from 
| his past and present activities as 2 
| baseball and football player, lumber- 
| jack, golfer, canoer, fisherman, hun- 
ter and tourist, but on top of these 

personal qualifications he ranks high: 
| among those at the top of the list of 
' suecessful electrical supply jobbers. 
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Bs HACK SAW BLADES 
(NON-BREAKABLE ) 










These Blades are what 
the name implies, “Non- 
Breakable.” 

\ A big demand exists 
\ among Electrical Con- 
tractors, Industrial Plants, 
Railroad Shops, etc. You 
can.cash in on this demand 
by selling Atkins “AAA” [© 

Blades all the time. 
Get our plans for increas- 
ing your sales. a 
_ We make a better saw for | 
| every use including Power 
Hack Saw Blades, also 
Metal Cutting Circular 
Saws, Metal Cutting Band 
Saws and Machines and 
: Kwik Kut Hack Saw 


Write us today. 


E. C. ATKINS & CO., Inc., ™3# Indianapolis, Ind. 


“The Silver Steel Saw People’’ 













Canadian Factory: HAMILTON, ONTARIO Machine Knife Factory: LANCASTER, N. Y. 
Branches carrying complete stocks in the following cities: 
Atlanta Minneapolis Portland, Ore. Paris, France 


Chicago New Orleans San Francisco Syd N.S. W. 
Memphis New York City Pad Seattle Waceonen, B. C. 
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L. B. ALLEN CO.,., Inc. 


R SODERING 


Good Workman 
Prefers ALLEN FLUX 


For safe sodering there’s nothing like it on the market. 


Allen Flux is non-corrosive and has unequaled tensile 
strength. It has been passed by the National Board of Under- 
writers. Wherever a good sodered joint is required, Allen 
Flux is preferred. 


Stick—Paste—Liquid—Salts 


Allen Flux is made in four forms to meet all requirements. 


THE STICK is convenient and clean to handle and can be 
used down to the last bit without any waste. 





THE PASTE is the same flux as the stick, in soft form. 
Easy to apply and ideal for electrical work, and sodering in 
out-of-the-way places. 


THE LIQUID is applied with an Allen Fountain Brush, 
squirt can, swab, stick or brush. May be diluted with water 
several times its bulk. 


THE SALTS, when diluted with water, make a perfect 
liquid flux for use on old metal and on bright tin work. 


The ALLEN Line 


has been the leader in sodering materials since ’93. 


Correspondence with jobbers is invited 


© 


4586 North Lincoln St. 
CHICAGO 











Electric Tool Possibilities 


(Continued from page 13) 

and when he does not see any parti- 
cular reason for buying, the distribu- 
tor’s profits are not going to bulg 
along that line. What is needed is 
salesman interest—genuine two-fisted 
determination to sell small tools to his 
customers. There isn’t a manufac- 
turer of electrical tools in the country 
who wouldn’t be glad to help any job- 
ber’s salesman over the rough spots 
encountered in making a start in this 
field. If a salesman needs individual 
help from the manufacturer in solving 
his particular sales problems he will 
get it in generous measure. 

Is the field worth cultivating? 
Count the industrial firms you call 
upon. Do they have need of electric 
grinders or drills or similar tools? 
The chances are that the need exists. 
You are now supplying them with 
plugs, receptacles, wire, conduit, 
lighting fixtures, and the like. So why 
not go after more of their business? 
Why not completely supply their re- 
quirements? Take advantage of the 
opportunities which the manufactur- 
er’s advertising is creating for you and 
you will be surprised how soon you 


‘will increase both the volume of your 


sales and the profit of your house. A 
highly-developed specialty, built by a 
solid organization and backed with 
national publicity is a decided asset to 
any electrical distributor. 


If the jobber’s salesman ever wants 
incontrovertible proof of the fact that 
he can sell and should sell electric 
machine tools, let him investigate the 
sales record of the Electric Supply & 
Equipment Company of Hartford, 
New York, Albany and Scranton, in 
this field. The fact that there was 
machinery house competition did not 
deter these people. They recognized 
the close relationship of the line, 
seized the opportunity and cashed in 
on it. The jobber’s specialty sales- 
man of today who hesitates about 
selling small electric machine tools is 
passing up an opportunity that would 
amply repay him for any effort ke 
might throw into it. This is the era 
of specialization—in sales as well as 
in everything else. There are special- 
ty men for dealer appliances and for 
household specialties, and without 
question, early concentration by elec- 
trical distributors on the industrial 
market is a logical conclusion. Th2 
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DENZAR in OFFICES 


eecertaannat 


Hundreds of highly satisfactory installations 
demonstrate the efficiency of Denzars as a 
lighting unit for offices. Its soft, clear, sun- 
like radiance, free from glare and harsh 
shadows, makes close application, without eye 
strain and fatigue, possible. When you step 
into the office of a central station, wholesale 
mercantile establishment or manufacturer, take 
note of the office lighting. Very often you will 
find it a likely prospect for a good sized in- 
stallation of Denzars. The sale may be ar- 
ranged direct or in conjunction with the local 
contractor-dealer. Better lighting in the office 
increases Clerical efficiency as better lighting in 
the factory increases production. 


Net price lists showing dealer and consumer 
costs on all types and sizes of Denzar will be 
furnished to Jobbers’ Salesmen on request. 


Beardslee Chandelier Mfg. Co. 
218 South Jefferson Street 
Chicago 
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ANYLITE 


ELECTRIC DIMMER 
IMPROVED DESIGN 























Make It Your Be Johnny on the 
BUSINESS SPOT 
to Know The Watt Meter 
ANYLITE Tells the Tale 





© 
i ANVLITE PAT'D @ 


Making Sales for Your Dealers 
Makes Sales for You 


There is one thing sure—dead sure! 
And that is that your dealers can sell 
ANYLITE if you only want them to. 


Sell them at a handsome profit—for them and 
for you. 


There's no question about it. You can prove it to 
yourself easy. 


Just get them to display this new trade winner. 


And then stand back and watch results. OH, BOY! 


ANYLITE 


The 20 Light-IN-ONE. 


Combination Pull Socket and Dimmer—the new- 
est and biggest electrical specialty. 


Manufacturers 


Anylite Electric Company 


Ft. Wayne, Indiana 








jobber’s salesman that realizes an 

appreciates this fact is going to la; 
his foundation for the future trade an 
will have an immense advantage ove: 
his competitor who is slower to gras) 
the situation, but who will eventual], 
see the light. 





Brain-Work Wins 
(Continued from page 6) 


“You guess you know—but you 
don’t know you know. Now looke: 
here,” continued the cub, “I’m an 
expert. I don’t know what you ought 
to have any more than you do, but my 
proposition is that you hire me to 
find out. I'll study your needs and 
make you a report. You pay me for 
my time spent on the investigation. 
When the report is finished you can 
act upon it as you please; the main 
idea being that you'll have some real 
facts to go on instead of your own 
inexpert ideas and the sales talk of 
these hyenas outside who are trying 
to sell you what you think you want 
instead of what you ought to buy.” 

The result was a sale, and a big 
one. 

Brain-work won. 

Brain-work always wins. 

If it didn’t Tom Edison would still 
be a news butcher on the Grand Rap- 
ids & Orient Railroad and _ there 
wouldn’t be any electrical supplies 
for you ard I to peddle. 





A Salesman’s Prayer 


Now I lay me down to sleep 

I pray the Lord my sales to keep 

In peace with what the quota calls 

A good week’s work despite the 
squalls. 

If I should die before I wake 

I pray the Lord my sales to take 

And lay them down before the boss 

So he will scarcely mind my loss. 

Thus to my dreams bring sweet re- 
pose 

And just before my eyes I close 

I ask Thee bless the man who said 

A salesman’s praised when he is dead. 





Trotter Elected Directer 
L. E. Trotter, assistant sales man- 


ager, Post-Glover Electrie Co., Cin 
cinnati, O., was elected a director o! 
his company at a recent stockholders 
meeting. Mr. Trotter is well known 
in Cleveland and Denver, where lh: 
represented the Crocker-Wheeler Co 





THE JOBBER’s fA) SALESMAN 

















Say, Mr. Jobber’s Salesman: 








Nt {M1 UNH UPA It HOOIUNYGHOUTGAUOELATOREAUERSAUEETTG OOM SUES EU ERASE LA LETTER 


Have you ever stopped to think that 
while you are selling the bigger electrical 


things you might just as well cash in on The Hand 


Gale s that pom 
Commutator Big 
Compound Profits 


With practically no effort on your part 
you can, in the year, add consider ably to 
your sales and to your profits and, of 
course, to the profits of your house. 
Gale’s Commutator Compound is a stand- 
ard article. It has been on the market 
over 30 years; it is used all over the world. 
It is recognized by users as the best com- is 
mutator compound. You can recommend 
it to your customers and feel assured that 
the only “come back” there will be will be 
repeat orders. 





Gale’s Commutator Com- pao Te als ee 
pound puts that high gloss on 4 GALES 


commutators that is so much 
desired. Does not gum the i} ' 
brushes. Prevents sparking 


and cutting and increases the 
life, of the machine—and saves 
cuss words. 





If you’re not acquainted with Gale’s Commutator Compound, 
for the “luv o’ Mike” let us send you free samples. Try it on the 
next call you make and get ready for a pleasant surprise. 


K. McLennan & Company 


Sole Manufacturers 


1751-1759 West 35th Street 
Chicago 
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WHAT NATIONAL MAZDA LAMPS 
MEAN TO THE JOBBER’S SALESMAN 


V 


(2) HE National MAZDA Lamp business 
‘Lee increases at the rate of about 15 per 


Beason cent a year — doubling every Six 


“ 4 
eae ESS 


years—dealers are assured of this increase 
if they do no more than hold their own. 










It is a renewable line and each installation 
means future additional business for the 
iobber’s salesman. 








' NATIONAL 
| MAZDA 


— 

















NATIONAL MAZDA lamps sell themselves 
wherever the blue carton is displayed 


NATIONAL Lamp Works 


of General Electric Company 
Nela Park, Cleveland, Ohio 


























Each label represents a Sales Division equipped to give a complete lighting service. 
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EXT January, will your job be 

bigger than it is now? Not 
unless you are at work now enlarg- 
ing it! Have at least one subject— 
like lighting—on which you special- 
ize. Lighting is particularly worth 
your effort because you will have 
behind you all the facilities of a great 
institution. To “order taking,” which 
is a very necessary part of your job, 
you can add order making which 
will make your job still bigger. 


IVANHOE -REGENT WORKS 
of General Electric Company 
Cleveland, Ohio 


“Ivanhoe” Steel Reflectors, Lighting Glass- 
ware, Anderson Self-Adjusting Arms, and 
Illuminating Service 











"Service to Lamps’ 


AVN IS (OS 








SN 
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It Spells Quality” 


QUANTITY 


Utility Lamps of Beauty 


Your trade has been looking for a quick- 
selling, satisfying line. This one has the 
quality and appearance of a very high-priced 
line. Treatment of base and shade is har- 
monious and original. Variety of patterns is 
sufficient. Owing to patented processes and 
quantity production prices are within the reach 
of all. Your dealers can make large sales with 
rapid turn-over. 

We also furnish exclusive designs for the 
most fastidious, at corresponding prices. 


The New Cook Art Lamp Shades 


Made of silk but looking nothing like the 
ordinary silk shade, They have the clarity of 
glass, the iridescence of silk, the artistry of 
parchment; a combination in effects never 
before attempted. 


B & K Manufacturing Co. 


New Haven, Conn. 


General Sales Office 
Grand Central Palace Bidg.. 
New York City 





PRODUCTION 


AT MODERATE PRICES 


















Do you know Herbst? 
If not—why not? 


He can tell you more in 5 min- 
utes about tools than the or- 
dinary fellow, because of his 27 
years’ practical tool experience, 
designing and developing tools 


during this time. 


In addition he can 
furnish the right 
kind of tools at the 
right price and can 
give you the most 
prompt service. 


Tools for general 
construction work: 
Telephone, Tele- 
graph, Central Sta- 
tions, Railroads, etc. 
Give us an oppor- 
tunity to quote you 
on your require- 
ments. 





When Selling Wire 


Sell P. & G. Wire Skinners 


Wire is used for all pur- 
poses. This little hand tool 
accomplishes big jobs. 








One-Third Actual Size. 

THE P. & G. WIRE SKIN- 
NER is a tool designed to 
accomplish difficult jobs, such 
as splitting duplex wires with 
one pull, removing the insula- 
tion from the wire and scrap- 
ing wire clean, ready for 
soldering. 

This tool can be used on 
insulated wires up to No. 4 
inclusive. It should be in the 
hands of every telephone and 
telegraph workman, power and 
central station, garage, manu- 
facturer of electrical devices, 
contractors and dealers. Elec- 
trical supply and hardware job- 
bers should find a big outlet 
for it. 

You will receive immediate 
ealls for this article, so get 
posted and boost a good tool 
along. 

The established resale price 
on this tool is $1.25 each, net. 
Dealers and jobbers are as- 
sured a legitimate margin of 
profit. 








Supply Co. 
Dept. 4 


180 N. Dearborn St. 


Paul W. Herbst Tool Mfg. & 


Chicago, III. 








If I Were a Salesmanager 
| By Baldy 
WOULD first of all assert my 
position with the officials higher 
up, and then with the salesman, 
gaining the respect of both. 


I would strengthen my position by 
having an able assistant, with his desk 
located in the same office with me, and 
I would have no business transactions 
that he was not fully acquainted 
| with. 

I would not tie myself down to my 
desk, as I would make frequent trips 
with my men, as some other could see 
to sealing letters and making out re- 
ports. 





I would learn to know all my sales- 
men by their first names, in fact, 
their “‘nick or trade” names, having 
confidential chats with them from time 
to time, learning all I could about 
their family, their ups and downs, and 
place myself in position to give them 
friendly advice. 





I would learn to know the custom- 
ers as well as possible, so that I could 
visualize them when writing about 
something. 


i would have a complete filing sys- 
tem, made up with the salesmen’s 
help, a list of all the hobbies of the 
| different customers, so that when 
‘they came in to my office and it was 
necessary to entertain them, I could 
‘look over my file and see whether 
John Hicks liked a ball game better 
than a horse race, or whether Jim 
| Dinger liked a good show instead of 
looking though the public library. 


I would bring the purchasing de- 
| partment directly under the sales de- 
partment and eliminate a lot of slow 
moving stock. 


I would see that the credit man 
/made the acquaintance of each and 
every necessary customer on _ the 
books, this means the slow paying 
ones, and I would have him make a 
trip or two per year to see these vari 

ous slow-pay customers, and explain 
the business principles to them, a> 
nine cases out of ten of slow pa} 
customers are not good business men 

and would appreciate visits of thi 

| kind. 

I would have each salesman pic! 
out what he thought was the deale 
in a city or town, that would mak 
him the best account, then I woul! 
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The New Code Rubber lesadasor 


See These Advantages 


The ELASTICAP insulates a splice in three sec- 
onds with just one twist. 

Saves Time and Labor. 

Is neat, compact and positive; has vitality, tough- 


For Use on 


End-splices at outlets in junction boxes and 
in the various fittings of conduit and cable 
work and in outlet boxes of metal molding. 
For use also on terminal splices in motor 
leads and on splices in fixtures. 


Manufactured by 


ness and elasticity. 


Grips the splice tightly; prevents grounds and 


short-circuits. 


Reduces fire hazard. 


Tested and approved by Underwriters’ Labora- 


tories, Inc. 


TWO STANDARD SIZES 
1. For splices of two No. 14 wires and 


smaller. 


2. For splices of two No. 10, two No. 12 
or three No. 14 wires. 
Finish with friction tape. 
Packed 100 in a carton. 
Descriptive literature, prices, etc., on re- 


quest. 








The Elasticap Co. 
HOBOKEN, 










N. J. 






















Samples of ELASTI- 
CAPS will be sent on 
request to anyone in 
the electrical trade; 
manufacturers, utility 
companies, central sta- 
tions, motor manufac- 
turers, fixture manu- 
facturers, contractors, 
dealers, jobbers and 
salesmen. 
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Fishing Time Again! 


With Violetta as Bait 
You Can Cast Your 


Line Anywhere and 
Land Profitable Orders 


Some dealers, like fishes, get off the hook after 
they are caught. The hold they take depends upon 
the bait. By using VIOLETTA as bait your deal- 


ers stay caught. 





The Violetta 


Our liberal selling plan nets the wide-awake jobber 
and dealer a comfortable margin of profit. And 
cash in on our national advertising. Our many 
sales helps, window cards, etc., are valuable aids 
in selling, too. Tell us what dealers you want them 


sent to. 


Violetta Is a Universally Needed 
Specialty — and Easy to Sell 


Bleadon-Dun Company 


213-217 South Peoria Street 
CHICAGO 

















proceed to get acquainted with this 
prospect, if I did not know him, look 
him over size up his store, etc., and of 
course, I would be guided by the sales- 
man’s report and would make him my 
exclusive agent in that territory turn- 
ing over inquiries and orders to him, 
providing, of course, he wanted this 
business. 


I would see that the salesmen were 
not crowded with too much territory, 
figuring that about 5 weeks are re- 
quired to complete a circle, as I 
would locate all my salesmen as near 
the center of their territory as possi- 
bie, arranging to have them at home 
on Saturdays. 


I would have my salesmen rent 
suitable offices, or office space in the 
cities in which they made their head- 
quarters, giving them a typewriter, 
desk and files, allowing them to keep 
in touch with their customers from 
their end, eliminating a lot of useless 
correspondence at my end. 


I would see that the salesmen re- 
ceived a copy of every scrap of cor- 
respondence relative to their terri- 
tory copies of quotations, mail orders, 
inquiries, etc., as well as copies of 
letters from the customer to the house. 


I would subscribe for trade jour- 
nals, ete., for each and every sales- 
man for a year, then let them sub- 
scribe for the paper or journal that 
they thought was most beneficial to 
them. 


I would have a report made up 
showing each months sales of every 
salesman, these reports being sent to 
each salesman, letting him see just 
how he stood in sales, expenses and 
profit to the house. 


I would have a general sales con- 
ference at least once every 90 days, 
and arrange the conference to start 
on Monday afternoon, the morning 
being devoted to a salesmans’ confer- 
ence, a meeting in which a salesman 
is chosen as chairman, etc., and mat- 
ters pertaining to different lines dis- 
cussed, and have a_ stenographer 
present to take down all important 
notes. 

I would have in the General Con- 
ference, a few manufacturers repre- 
sentative to make talks on different 
appliances, etc., these talks to be made 
in the mornings. 


I would have the conference room 
so located that telephones, bells, 
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~ PARANITE ~~ 





That trade mark and slogan stands for some- 


thing in the industry. 


Wherever wire or cable is used PARANITE is 


known—and favorably too. 


You salesmen who take personal pride in your 
customers’ satisfaction can unhesitatingly tie to 


PARANITE. 





RUBBER COVERED WIRES 
AND CABLES 


LEAD COVERED WIRES AND 
CABLES 


HIGH TENSION CABLES 
AUTOMOBILE CABLES 
TELEPHONE WIRES 

LAMP CORDS 

PORTABLE CORDS 

FIRE ALARM CABLES 
MINING MACHINE CABLES 











PARANITE Wires and Ca- 
bles are Merchandised 
through the Jobbers only and 
not to your Customers. You 
are not selling a New Code 
tag. 


You are selling a Branded ar- 
ticle, better than Code re- 
quires. For 30 years the stand- 
ard. 


Indiana Rubber and Insulated WireCo. 


FACTORY AND GENERAL OFFICES 


JONESBORO, IND. 


CHICAGO OFFICE 
210 So. Desplaines St. 


NEW YORK OFFICE 
63 Vesey St. 
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Sherman 
Soldering Lugs 


The Recognized Standard 
Approved 


A complete and standard line correctly 
made, insuring perfect electrical efficiency. 
Approved and listed by Underwriters. Made 
in all sizes, 30 to 1,000 amperes. 


A correct Sherman lug can be had for any 
purpose where lugs are needed. They do 
away with the old method of taking any old 
kind of a lug or making your own. 





U. S. Patent Reissue 14401 
Side Formed Lugs 








45° Angle Lugs Two Hole Lugs 


Each lug is marked with the letter ‘‘S’’ and the N. E. C. rat- 
ing in amperes across the flat portion at the wire end. This 
guarantees ‘“‘approved’’ lugs. 


The Sherman line includes the following styles: 


Side formed lugs (regular) 
Center formed lugs 

45° angle lugs 

90° angle lugs 

Two hole lugs 


Sherman Soldering Lugs are not high priced. You can 
make more sales and realize a good profit with this standard 


Fall particulars will be 
furnished on request. 


H. B. Sherman Mfg. Co. 


Battle Creek, Michigan 








buzzers and other nuisances would 
not disturb some one right in the 
midst of an interesting talk. 

I would see that a general discus- 
sion took place on the last day of the 
general conference, usually on Friday. 

I would see that every salesman is 
rewarded according to his actual 
ability, and not according to his sales, 
because there are some _ territories 
that are easier to work than others 
and this means more territory can be 
covered and more customers inter- 
viewed, consequently more business, 
but where some salesman has a hard 
territory to get over with poor train 
service, and poor hotels, and in gen- 
eral a poor territory I would not 
allow this salesman’s compensation 
to be based on that of the salesman 
having a territory just the opposite. 

I would not allow some department 
head to attempt to bawl out a sales 
man for some supposed mistake, as 
this is the best way in the world to 
take pep out of a salesman, and lose 
more than is gained. I would go in 
to the matter and if there was any 
correspondence necessary I would 
attend to it myself. 

I would not allow some department 
head to write to any customer regard- 
ing an order. This should be taken 
up with the salesman as he knows ex- 
actly how to handle this. 

I would not allow one dollar’s worth 
of material to be purchased with the 
expectations of the salesmen selling 
it, unless I first took the matter up 
with my salesmen, and I would elim- 
inate a lot of printing of price sheets 
showing slow-moving stock and 
“please push,” etc. 

I would not attempt to hold my 
position unless I knew positively I 
was 100 per cent sold on the company 
I was working for, and consequently, 
I would not keep a salesman that was 
not just the same; so that with these 
two factors of safety, I would be able 
to build up an organization that had 
confidence in me and knew exactly 
what to expect when I made a 
promise. 

I would not fail to recognize any 
suggestion made by any salesman, 
whether the suggestion was followed 
out or not. If the suggestion was 
made_ personally, I would - say, 
“Thank you, Red, that suggestion 
will be looked into.” If it were made 
by letter, I would acknowledge the 
letter. 
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The smooth wooden cylinder of the 
Thor lifts and drops the clothes into 
water as it revolves, forcing the hot 
sudsy water through the fabric, flush- 
ing out all the dirt and grease. 


By reversing the cylinder’ the 
clothes are kept properly separated, 
which not only hastens the action, 
but insures every piece an equally 
thorough cleansing. As the dirt is 
removed from the clothes it falls to 
the bottom of the tub and does not 
come in contact with the clothes 
again. This is the sanitary way to 
wash. 








Electric Wash- 
ing Machine 


The Thor  revolving-reversing 
cylinder principle is the safest, most 
reliable and efficient way to wash 
clothes. For thoroughness and 
speed it can’t be beat. It combines 
the maximum of cleaning power 
with a minimum of wear and tear 
on the clothes. 


The superior cleansing qualities 
of this principle are largely respon- 
sible for the Thor’s widespread 
popularity and the dominant posi- 
tion which it holds. It is this superi- 
ority that turns Thor users into en- 
thusiastic Thor boosters. And this 
same superiority will build up your 
dealers’ sales, keep his stock moving 
and increase his friendship and re- 
spect for you. 


24 East Jackson Blvd. 


NEW .YORK 





CHICAGO 


The Safest Way to Wash Clothes Clean 


HURLEY MACHINE Co. 


TORONTO 
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MINN Says one subseraber lili 


He knows, like three thou- 
sand other jobbers’ salesmen 
that he is going to realize on 
his investment a_ thousand 


fold. 


We want every jobber’s 
salesman to be a reader and a 
booster. 


If you are already a regular 
subscriber you can boost won- 
derfully by getting one of 
your salesman friends to sign 


up. 


Tell him about the valuable 
hints and information he will 
get in every issue of the maga- 
zine. 


CHICAGO, ILLINOIS 


II} 
ui 


“The Best Dollar I Ever Spent” 


HU 


THE JOBBER’S {) SALESMAN 
1018 South Wabash Avenue 
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for ay year. 


Name of Company 


SUBSCRIPTION COUPON 


THE JOBBER’S SALESMAN, 
1018 South Wabash Avenue, 
CHICAGO, ILL. 


Please enter my subscription to THE JOBBER’S SALESMAN 
I well remit $1.00 upon receipt of bill. (Canadian 
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How To Pick Dealers 
(Continued from page 10) 


that service as a part of the price of 
the washer. The dealer is paid to 
render it as a part of his profit on 
the sale. Service must be figured as 
a legitimate part of the discount the 
dealer gets, as much as his advertis- 
ing, selling and overhead expense en- 
ters into it. 

The trouble is that a dealer de- 
ducts everything from his gross profit, 
excepting service. Then he thinks 
that service is coming out of his net 
profit. He had no right to “pad” 
his net profit by omitting the service 
item in the first place. 

Does this leave too slim a net profit 
margin for the dealer? On a basis of 
rapid turnover, no. And on the basis 
of the large volume of sales _ that 
proper servicing will develop, no. 

For, when the dealer grows into a 
quantity buyer his account grows 
longer, and his net profit will about 
double. 

Pick the electric washer dealer who 
can see ahead, who will start in a 
small way offering proper service, and 
thereby build a clientele of boosting 
users that will recommend the dealer 
and the washer to prospects, and 
thereby develop a business for the 
dealer which will enable him to pay 
on the best discounts. Such a dealer 
will rapidly turn his capital, earn a 
sizable net profit on each turnover 
and total a net profit percentage at 
each year’s end that will keep him in 
clover. 

If a dealer can’t see it that way 
now, switch at once to one who can. 
Eventually you will have to—why not 
now?—before your washer has lost 
prestige at the hands of a dealer who 
will never get to first base in the sale 
of electrical appliances. 





Chappel Now Lamp 
Manager 


W. H. Chappel has been appointed 
manager of the lamp department of 
the Republic Electric Co., Cleveland, 
and Akron, O. Mr. Chappel is a 
man of long experience in the elec- 
trical field and is a valuable addition 
to the sales organization of the com- 
pany. Previous to making his pres- 
ent connection Mr. Chappel was with 
the Cleveland Instrument Co. in 
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The market for Hemco Twin-Lite Plugs increases every day. 


There is hardly a home, store, office or factory that cannot use one or more to advan- 
tage. And every appliance sold creates another potential user. 


Think of the vast field this opens up to you and your dealers. 


Practically everyone knows of the Twin-Lite. No expensive sales campaigns are necessary. 
Simply give the Hemco a chance. Have your dealers display it in show windows and on counters 
—where it can be seen. Then watch it sell itself. 


We pack them in attractive cartons and we supply your dealers with window and counter dis- 
plays, and various other helps. 


Now do your part. Show your dealers how to cash-in. And you both reap rewards. 


GENERAL SALES AGENTS 


GEORGE RICHARDS & CO. 


555 WEST MONROE ST., CHICAGO, ILLINOIS 
Eastern Agent Western Agent 
R. B. COREY COMPANY GEO. A. GRAY COMPANY 
1170 Broadway 589 Mission Street 
New York San Francisco 


Twin Service from a Single Socket 
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A FvLoop-LicutinG UNIrt, consisting 
of a 15-in. enameled reflector mounted 
on an adjustable tripod, on a pivoted 
joint so that it may be set at any de- 
sired angle, has been brought out by 
the Alexander Milburn Co., 1418 West 
Baltimore street, Baltimore, Md. The 
unit is designed for industrial use and 
the lamp can be lowered to illuminate 
under benches or tables near the floor. 


An Appliance Piva, designed to 
fit all heating appliances interchange- 
ably, has been placed on the market 
by the Magnus Electric Co., 109 
Broad street, New York City. 


Bovine Exvectric Co., 2256 West 
Ohio street, Chicago, has developed a 
split-phase induction-type motor of 
1-20 hp. at 1725 r.p.m. for which the 
manufacturers claim liberal propor- 
tioning of all parts subject to wear, 
regardless of the small size of the 
motor. Two larger sizes of the same 
general construction are being devel- 
oped and will be offered as soon as 
production is under way. 


A Mvvrtipte Curistmas Tree Our- 
Fit for 110-120 volts has just been 
brought out by Betts & Betts, New 
York City, which it is said, cannot 
be “killed” by one dead lamp—the 
common fault in series outfits. Each 
lamp consumes one watt and repre- 
sents either a bird or animal, no two 
being alike. 


LineEATIME MaNvuracturina Co., 
Inc., Rochester, N. Y., has brought 
out a device which both lights and 
magnities the copy which is being read 
by the operator of a typewriter. This 
device, which is to be mounted at the 
back of the typewriter, illuminates one 
line of the copy at a time which is 
seen magnified through a lens. The 
lens is longitudinal, magnifying the 
letters lengthwise only, and is of am- 
ber glass, designed the maker says, 
to filter out some of the injurious 
light rays. 


A Fiat SanpING MACHINE, recent- 
ly developed by the Universal Ma- 
chine Co., 320 North Ervay street, 
Dallas, Tex., is designed to finish 
coaches, ships and other large as- 
sembled pieces, as well as for mill and 
woodworking shop use. The sanding 
wheel is driven through gears by 
means of a Westinghouse motor which 
may be supplied with energy from 
a lamp socket on either an a-c or 
d-c circuit. 


A Barrery Cuaroine Ovutrir with 
a capacity of 250 watts, and capable of 
recharging from one to four auto 
starting and lighting batteries at a 
time has been placed on the market by 
the Hobart Brothers Co., Troy, Ohio. 

An OrNAMENTAL LicuTinG Fix- 
TURE with a center lamp that may be 
pulled down close to a table for use 
as a reading lamp has been brought 
out by the Majestic Heater Co., San 
Francisco, Calif. Outwardly the unit 
has the appearance of an ordinary 
four-light fixture but the center lamp 
has a flexible cord wound on a reel in 
the fixture which unwinds as the lamp 
is pulled down. 


Suave Covers made of a substitute 
for Argentine cloth are now being 
manufactured by Green, Green & 
Green, 211 Easts Forty-Eighth street, 
Chicago. 


A Viotet-Ray MacuHINe, known as 
the ‘model de luxe” and which deliv- 
ers two qualities of high frequency 
electricity and includes a_ self- 
contained ozone generator, has been 
placed on the market by the Re-nu- 
life Electric Co., Detroit, Mich. 


A New Irontnac Macuine with 
gas-heated shoe and motor-driven roll- 
er has been placed on the market by 
the Barnett Foundry & Machine Co., 
Irvington, N. J., under the trade 
name of “Capitol.” The motor and 
roller is controlled by a foot lever 
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thereby leaving the hands entirely 
free. 


Circuit Court or Appeats for the 
Second Circuit, in the suit of Harvey 
Hubbell, Inc., against the Bryant 
Electric Co. for infringement of the 
Hubbell patents for attachment plugs, 
has handed down an opinion in favor 
of the Bryant Electric Co., holding 
that the Bryant Spartan line of plugs 
and receptacles does not infringe the 
Hubbell patents. 


Hurtey Macuine Co., Chicago, 
Ill., has elected B. E. Sunny, presi- 
dent of the Chicago Telephone Co., a 
member of its board of directors to 
fill the vacancy left by Edward N. 
Hurley, Jr., who retired from the 
board. The rest of the old board 
was re-elected. Net earnings for 
the year 1919 were $551,259, equal 
after preferred dividends to $5.33 
a share on 96,801 shares of com- 
mon stock outstanding Dee. 31. 
The company at present has more 
than 150,000 shares of common stock 
outstanding, most of the increase 
being purchased by the General Elec- 
tric Co. The Hurley company’s 
sales for the first four months of 1920 
amounted to $3,481,381, which is 61 
per cent of the entire 1919 business 
and shows 158 per cent increase over 
the sales for the first four months of 
1919, 


WeEsTINGHOUSE Lamp -Co., in its 
policy to pursue and create a better 
co-operative spirit between its own 
organization and _ distributors, will 
hold a conference at its main plant 
at Bloomfield, N. J., on June 23, 24 
and 25. Many prominent characters 
in the Westinghouse organization will 
makes addresses, among whom are: 


Samuel A. Chase, special representa- 
tive; W. T. Blackwell, assistant com 
mercial engineer; Elliot Reid, sales 
manager; F. W. Prince, advertising 
manager; W. W. Briggs, manager, 
New York district office, and others. 





em 











THE JOBBER’S 




















Easier to Sell than to Compete With 
F each cleaner customer you secure is not sending or bringing other customers to your store, then 


you are not an OHIO-TUEC Distributor. 
rhe cleaner that “Cleans Without Beating and Pounding” sells easiest because it sells itself. 


A postal will bring you our interesting proposition. 


THE UNITED ELECTRIC COMPANY, CANTON, OHIO 


Toronto, Ontario 
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M tHe, Vp 
Don’t Wait to Be Asked Atecrne, 
GLOLO 


“U7 


About Electric Fireplace Heaters 


Announce this new one to your trade—the only 
electric fireplace heater with RESISTANCE HEAT- 
ING COILS. Your dealers are interested, also in- 
dustrial plants and other institutions with well fur- 
nished offices; clubs and the better class of homes. 
This log not only looks good but is a real heater. 
When not in use, the wires are hardly visible, being 
ingeniously placed in the bark crevices. 






GET THESE 
FACTS WELL 
IN MIND 










Twenty-inch log consumes 2000 
watts (other sizes to order). It 
operates on either alternating or 
direct current. 

We wire it to operate on all 
classes of circuits—any phase— 
two or three-wire. 

This is not a lamp-socket de- 
vice. At least No. 10 wire cir- 
cuits are required. 

The log is made of hard-burned 
fire clay with the color fired in. 
Heating elements are of the best 
resistance wire, easily renewed, al- 
though this is seldom necessary. 
Safe, dustless, rugged, odorless. 
No flue or vent is wanted. 


STRAIT & RICHARDS, Inc. 


Fabyan PI. NEWARK, N. J. 
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fp VERY person connected with the selling end of 

the electrical industry will find something of in- 
terest, something worth reading, in every issue of 
THE JOBBER’S SALESMAN. 


The sales experiences of some of the leading men in 
the industry will prove interesting and instructive to 
many. Various other features—a foretaste of which 
will be found in this issue of the magazine—will be 
well worth reading each month. 


We want you to become a regular reader of THE 
J OBBER’'S SALESMAN. 


Send a dollar for a year’s subscription. 











The Westinghouse Lamp Co. extenc 
a most cordial and welcome invitatio 
to all lamp managers and others i: 
terested. 


AN ELECTRICAL BLANKET, which i 
design and construction presents a 
enlargement on the heating pad, i 
being manufactured and marketed b 
the Vit-O-Net Manufacturing Co., 82” 
State Lake building, Chicago, I[!! 
“Vit-O-Net’’, as the device is called. 
is a health appliance that is inlai: 
with over 15,000 ft. of magnet wire 
so controlled, when connected to an 
ordinary lamp socket, that a mil 
penetrating warmth of about 1 2-5 
deg. above normal body temperature 
is created. 


B. & K. ManvuracturinG Co., New 
Haven, Conn., with general sales of 
fices and show-room in the Grand 
Central Palace Building, New York 
City, announces that it is the sole 
distributor of Henri Raphael Cook 
art lamp shades. The shades are a 
combination in effect of leaded glass, 
silk and parchment, embodying the 
clarity of glass, the iridescence of 
silk and the artistry of parchment 
work. It is claimed that such a com- 
bination in effects has never before 
been attempted. David C. Rosetah! 
is general sales manager of the com- 
pany. 


Bryant Exvectric Co., Bridgeport, 
Conn., has brought out current tap 
No. 78 for use in connection with 
the sockets and bases of the inter- 
changeable porcelain line. The device 
is made of porcelain, glazed finish, 
and is designed for convenient inser- 
tion between the porcelain base or cap 
and the socket to provide an extra 
outlet for connecting extension cord 
devices. The top part is of the Stand 
ard Spartan type which will take 
any of the standard parallel blade 
plugs. 


Apex Evectric Distrisutine Co., 
Cleveland, O., announces the opening 
of its new office at 651-652 Candler 
Annex Building, Atlanta, Ga. F. W. 
Price, southern district manager is in 
charge. 


AN IMPROVED MODEL of the Mer- 
maid electric dishwasher is announced 
by the Wolcott Manufacturing Co.. 
Hartford, Conn. The new design 


























THE sopBer’s ff]saLeEsman 








embodies improvements in the gear- 
ing and motor suspension, a “slicing 
castor” to facilitate moving the ma- 
chine, the adoption of a flat or table- 
top cover, and a number of small but 
important refinements in detail which 
will be appreciated by the housewife. 
This model is being built at the new 
Mermaid factory at Middletown, 
Conn., which is just getting into pro- 
duction. 


“Ray-O-Grams” is a peppy little 
publication on the house organ nature 
being published by the Luminous 
Unit Co., St. Louis, Mo. Each issue 
starts out with an interesting bio- 
graphical sketch about the company’s 
various officials and department heads 
and continues with snappy notes re- 
garding individuals in the company 
and among the trade. 


Wisconstn-MinnNesota Licut & 
Power Co., Eau Claire, Wis., realiz- 
ing the necessity of high line service 
on the farm and the great existing 
demand for 24-hour, standard voltage 
service among the farmers, has issued 
a very interesting and complete bulle- 
tin, entitled “Electricity on _ the 
Farm”, which is being sent to the 
farmers in the territory covered by 
the company. The bulletin features 
the Delta-Star Unit-Type Farm Line 
equipment and gives the farmer a 
detailed account of the advantages of 
high line service, how it may be ob- 
tained, the savings it will bring about 
in time and expense of operating 
farm equipment and many other bits 
of useful information. There is also 
viven a list of the sizes of motors re- 
quired for various farm machinery 
and a map showing the territory 
which the company covers. It is a 
very effective stimulant to the farmer’s 
interest in farm line service and things 
electrical. 


R. Roru, formerly of Lewis & 
Roth, Philadelphia, Pa., has accepted 
the position of sales manager of 
Schweitzer & Conrad, Inc., 4431 
Ravenswood Av., Chicago, III. 


“RepEATOR S1x” is a unique new 
re-fillable fuse plug being manufac- 
tured by the Moss Schury Manufac- 
turing Co., 110-112 Woodbridge 
street, East, Detroit, Mich. As 
its name implies, the new device 
is six fuse plugs in ‘one—it 








T is better than ever before, and illustrates in colors 
the New ‘““VERDELITE” Line with the new Slotted 
Shade and Shade Holder, as well as many new and im- 
proved Fixtures, Floor Portables, Shades, Fittings, etc., 
which we have added to our general line, and which 
bear the approval of the National Board of Fire Under- 
writers. 


Every Salesman should have this Catalog. 


“It will pay you to investigate.” 














CURIOSITY will cause you to turn this page around. Is 
your DEALER as successful in arousing the curiosity of his 
customers for the goods you sell him? Watch his counters. 


WIRT (VomPany 


PHILADELPHIA PENNSYLVANIA 
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Jobber 


Salesman— 


Your particular at- 
tention is called to our 
Bulletin 3 just issued, 
covering 


Switchboard 
and Bus Rack 


Structural 
Fittings 


It is the most com- 
plete in existence— 
1000 different fittings 
listed. 


We have a device for 
every conceivable con- 
dition which may arise 
in framework or 
switchboard construc- 
tion. The Bulletin is 
yours for the asking. 
We ship most of these 
fittings from stock. 


Electrical Engineers 
Equipment Co. 
35 S. Desplaines St. 
CHICAGO, ILL. 


21 Park Row 
NEW YORK CITY 


P.S.—Watch for our full page 
advertisement next month. 





will repeat six times with one 
filling by the mere turning of a 
small knob in the center of the plug. 
A small arrow on the knob indicates 
which of the six fuse links is in cir- 
cuit. After all six fuses have been 
blown, the case can be re-filled. It 
is made in six amperages, ranging 
from six to 30, at voltages of 110 to 
125. It is said to be indestructible, 
compact, practical, easy to sell and 
to have the life of six plugs at half 
the price. The manufacturers say, 
that, though material shortage has 
caused a slight delay in delivery, they 
will be able to deliver in 30 days. 
Correspondence with jobbers regard- 
ing the new plug is solicited by the 


makers. 


Apex Evecrricat Dis tripuTina 
Co., Cleveland, O., it is announced, 
has found it necessary, due to in- 
creased sales activities, to appoint 
seven new assistant district managers 
since February 1. W. E. Finch, 
J. V. Guilfoyle and C. F. Fehrenbach 
are assisting district manager G. A. 
Buckley in the middle West. John 
Hartshorne, Jr., is assisting district 
manager W. W. Wooledge in the 
East; and R. H. Short, H. W. Somers 
and Leon Spencer are re-inforcing 
district manager F. W. Price in 
southern territory. 

TrumButt Exectrric Mra. Co., 
Plainville, Conn., is circulating among 
the trade its 1920 general catalog No. 
12, listing the company’s line of 
knife switches, safety switches and 
wiring devices. The new catalog is 
larger and more comprehensive than 
the last and contains valuable wiring 
information for the salesman and con- 
tractor. Bulletin No. 1, covering 
heavy-duty type, dead front panel 
boards with cabinets, bulletin No. 2, 
comprised of data on push _ button 
type dead front panel boards with 
cabinets and bulletin No. 3, including 
live front panel boards, cabinets, panel 
circuits and switchboard accessories, 
are adjuncts to the main catalog. 


CuicaGo Orrices of the Cutler- 
Hammer Mfg. Co., Milwaukee and 
New York, have been removed from 
the Peoples Gas building, where they 
have been located for the past eight 
years to the company’s own build- 
ing at 323 North Michigan avenue on 
the new Michigan boulevard link. 
Considerable storage space is also 


available which will make it possible 
to carry a larger amount of stock of 
standard apparatus and parts for 
ready delivery. H. L. Dawson is man- 
ager of the Chicago office which 
handles the business of 19 states with 
sub-offices in Cincinnati and Detroit. 


Tue Dover MANvFAcTURING Co., 
Dover, O., announces that, due to the 
uncertainty: of manufacturing condi 
tions as they exist today, it cannot 
accept additional business on Dover 
and Asbestos Sad Irons at this time 
at definite prices. However, as condi 
tions in the electrical field are found 
not quite so trying, the company is 
still accepting business on_ electric 
irons for future delivery at definite 


prices. 


Jack H. Risser, manager of elec 
tric sales for the Globe Stove and 
Range Co., Kokomo, Ind., resigned 
April 30. 


Simptex Evectrric Heatine Co., 
Cambridge, Mass., to care for in- 
creased demand, has appointed James 
J. McKillop, Jr., district manager of 
Ohio territory with headquarters in 
Cleveland. Until office space can be 
acquired, Mr. McKillop will be locat- 
ed at the offices of the Elliott Electric 
Co., distributors of Simplex products. 
Prior to his appointment as district 
manager on May 1, Mr. McKillop 
traveled New England territory for 
the Simplex company. 


Hersert J. Ricuarps, for the last 
two years with the Ordnance Depart- 
ment, U. S. Army, has been appoint- 
ed a district representative for the 
Bussmann Mfg. Co., St. Louis, Mo., 
in the Cleveland territory. Prior to 
his army service, Mr. Richards was 
connected with the Lakewood Engi- 
neering Co., Cleveland. He was also 
one of the organizers of the Cleveland 
Purchasing Agents’ Association and 
was formerly on the board of direct- 
ors of the National Purchasing 
Agents Association. 


A. E. Arruvrs, for some time past 
a Cleveland representative of the 
Bussmann Mfg. Co., St. Louis, Mo., 
has been promoted to the position of 
district manager of the Ohio terri- 
tory. Clarence L. Steever, former- 
ly with the Cutler-Hammer Mfg. Co.. 
Milwaukee, Wis., has been appointed 
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Sell the FUSE 
That has all 


Arguments 
In Its Favor 


You jobbers 


and salesmen! 


There is one way for you to 
make real money—and that 
is, by tying yourself up with 
an electrical product that the 


people 


demand—the 


want—one 


National 


that they 


Re- 


newable Fuse. It has all argu- 


ments 


in its favor. 


The element is surrounded by 


special 


powder wl 


lich con- 


fines and smothers the fierce 
heat of the arc, not only in 
the case of an overload, but 
especially in the event of a 


short 


circuit. 


Remember— 


that only one element at a 


time can be used in the 
tional Renewable Fuse. 


Na- 
The 


National Renewable Fuse has 


many 
tures. 


Our 


easiest fuse 
to sell. 
information 


aay. 


other 


distinctive 


tea- 


co-operative advertising 
and selling plan makes it the 


on the 
Write for 


and p» 


market 
complete 


rices to- 


Federa 
Electric 
Company 


Federal Sign System (Electric) 
8700 South State Street, Chicago, Illinois 


61 New Montgomery St. 
San Francisco, Calif. 


627-649 W. 43rd St. 
New York, N. Y. 


Branches in all large cities 


district manager of the southwestern 
territory with headquarters in Kan- 
Under his jurisdiction will 
be the states of Kansas, Oklahoma 
and Texas. 


sas City. 


Co., 


com- 


Evectric Mre. 
Chicago, has issued Catalog 22, 
prising a complete listing, descrip- 
tions and illustrations of Benjamin 
In addition to the catalog 
data there is a devoted to 
useful information upon illumination 


BENJAMIN 


specialties. 
section 


requirements and also a chapter set- 
ting forth simple rules for laying out 


lighting plans. A numerical index 
gives full details covering catalog 


numbers, list prices, package quanti- 
ties, weights and discount schedules. 
For convenience the material in this 
grouped into schedules, 
tabbed 


catalog is 


with mechanical separators, 


for quick reference. 


SunuicutT Exvectric Co., Insurance 
Exchange, Chicago, Ill, has placed 
on the market a line of glassware 
known as “Sunlight Units.” These 
consist of a reflector and a diffusing 
bowl, both made of moonstone glass. 
The diffusing bow] reflects a portion 
of the light up to the reflector in ad- 
dition to diffusing a portion of it di- 
rectly, while the reflector in turn dif- 
fuses a portion of the light as well 
as reflects a part of it. The two parts 
of the unit are connected together by 
means of special connectors without 
the 
with low absorption factor is claimed 


drilling glass. Good diffusion 
for these units, which are constructed 
to be attached to a standard 21/-in. 
shade-holder and can be installed on 
existing fixtures. 
Evectric Co., Chi- 
cago, Ill., has moved its Philadelphia 
district offices from 902 Real Estate 
Trust building to 1333 Real Estate 
Trust building. 


DELTA-STARR 


Warp E tecrric Co., Philadelphia 
Stock Exchange building, Philadel- 
phia, Pa., is a new corporation formed 
to manufacture a comprehensive line 
of wiring devices, plug and cartridge 
knife 
In presenting its first 


fuses, porcelain materials, 
switches, ete. 
catalog the company says that, though 
a new corporation, the management 
and manufacturing are in the hands 
associated 


of those who have been 


with the electrical industry for years. 











Magnet Wire 


Magnet Wire 
Products 


Quality 
Service 
and 
Quantity 
Production 


All coils are 
made to specifica- 
tion—and we 
guarantee to fol- 
low specifications. 


We have a large 
capacity for the 
productionof 
magnet wire and 
shall be glad to 
submit prices and 
delivery. 


The name 


DUDLO 


stands for highest 
grade magnet wire 
and coils. Used by 
large manufactur- 
ers everywhere. 


DUDLO MANUFACTURING CO. 


Fort Wayne, Ind. 
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It’s 
Your 


Move 











Sell “Killark” 


Fuses in checker board boxes. 
They make friends every- 
where. Besides they are 
better fuses. 


Killark Electric Mfg. Co. 


3940 Easton Ave. 
ST. LOUIS, MO. 











WOOD TURNING 


for All Electrical Purposes 


SWITCH HANDLES 
KNOBS 


RHEOSTAT HANDLES 


and everything in wood used 
in the electrical field. 


Write us—we can fill YOUR 
wants. 


NICHOLAS BONNETT & CO. 


619-27 W. Adams St. 
CHICAGO 








HEMINGRAY 


Glass Insulators 





No. 9 Pony. No. 19 D. G. D. P. 
Specify “Hemingray” 


Hemingray Glass Co. 


Muncie, Ind. 











EvectricaL ENGINEERS EgQuip- 
MENT Co., 711 Meridian street, Chi- 
cago, Ill., is circulating among the 
trade their Bulletin No. 3, which 
is claimed to be the most complete 
catalog of switchboard and bus rack 
structural fittings ever issued. It 
shows over 100 new devices in this 
line of fittings. It also contains abun- 
dant information relative to catalog 
nembers, unit weights, list prices, 
measurements, etc. 


A SOLDERLESS FIXTURE CONNECTOR 
for all wire No. 12 or smaller is being 
manufactured by the H. B. Sherman 
Mfg. Co., Battle Creek, Mich., and is 
claimed to be an improved and effi- 
cient method of making small electri- 
cal connections without solder. 


ANpERSON Evectric & EQuIPMENT 
Co., now in its new building at 154- 
160 Whiting street, Chicago, IIl., is 
circulating among the trade Catalog 
No. 3, listing, illustrating and ex- 
plaining the line of Anderson elec- 
trical specialties among which are to 
be found a new type automobile 
searchlight, reel drop-cord extensions, 
portable hand lamps, ‘‘Adapt-a-Lite” 
portables, dental appliances and 
many other unique electrical devices. 


Tue Stine Screw Hotes Co., 
Waterbury, Conn., makes what is 
called the Stine Screw Hole. This 
attention-attracting name is applied to 
a brass shell, knurled on the outside 
and threaded on the inside, which 
may be driven into holes made in any 
material. They are supplied in vari- 
ous sizes and threaded so as to take 
any standard wood or machine screw. 
When set, they hold tight and cannot 
be loosened by working back and 
forth as in the case of the ordinary 
expansion bolt. They make as neat 
a job as it is possible to make, it is 
said, in any material and are indorsed 
by dealers and users of screws. They 
come packed in cartons. Samples will 
be sent to anyone making the request. 


A CLEANING Compounp particular- 
ly effective in electric washing and 
dishwashing machines is being offered 
by the Oakley Chemical Company of 
22 Thames Street, New York City. 
This preparation is known under the 
trade-name of “Oakite,” and while it 
is very widely used in industrial work 
it has not heretofore been available to 


















Start Now 


dealer is a prospect. 


that reproduces 
A reflector 
will fit any 


eled metal 


C. B. Van Antwerp 
3 W. Jackson Blvd. 


a) 


outfit. Snow 


red, blue, 
gold reflector pans; 
two of each color in 
a set of eight. Re- 
tails for $1.25 per set. 


Nothing with better profit was ever 
flashed into your face than the Van 
Xmas Tree Candlestick. Every 


A wonderful ornamental attachment 


the cheerful 


glow of the “old-time” candle. 


and socket 


holder, all in one, that 


electric tree 
white enam- 
tubes with 
green and 


The sooner you get 
started taking or- 
ders—the more sure 
you will be to have 
a hand in_ the 
profitable picking. 


Get busy—be ready 
to clean up on this 
live item. Tell the 
‘Boss’ 


to order 
your sample 
set today so 
you can 
start now to 
book orders 
for season 
of 1920. 


& Co. 
Chicago 











HaveYou? 


Are you one of the 


few jobbers’ salesmen 


who have neglected to 


sign up? If so 


turn 


now to page 98 and fill 


in the coupon. It costs 


only a dollar to get The 


Jobber’s Salesman for 


one whole year. 


Send 


in your order today 


and be assured of re- 


ceiving the July num- 


ber. 


The Jobber’s Salesman 
1018 S. Wabash Ave. 


Chicago, Ill. 
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IT’S PERFECT! 


Note the new way of assembling 


The BULLDOG 
KNOB 


Made and Sold under License 
United States Patent, Feb. 3, 1920 


The placing of the central bush- 
ing on the cap instead of the 
base, places it in a class by itself. 


You will be safe in recommend- 
ing this knob and all of our prod- 
ucts to your customers. Write us 
for any further information de- 
sired. 


Illinois Electric Porcelain Co. 
Macomb, III. 

















DAUM 
PLUG FUSE 





SIMPLEST 
FEWEST PARTS 
EASIEST TO REFILL 


The Plug Fuse that your customers 
have been looking for. No metal*or 
screws to replace; just Place a fuse 
trip in the plug through the bottom 
‘ind out the side pocket, place mica 
lisc in. place—and it’s ready for use. 
No tools are required—the plug being 
ill porcelain. It is never thrown 


A. F.DAUM 


Pittsburg, Pa. 


Squires & Cogswell, Agts. 
Ellsworth Bldg., Chicago 














the general public. ‘“Oakite” is not 
a soap but is a distinctive preparation 
which emulsifies grease and oil, break- 
ing it into minute particles which are 
quickly washed away by the action 
of the water. Containing no caustic, 
it cannot form a film on dishes, nor has 
it the slightest destructive effect upou 
the fibre of the finest and most deli- 
cate clothes. It is harmless external- 
ly or internally. This preparation is 
particularly recommended for use in 
washing and dishwashing machines as 
an aid to insuring their successful and 
satisfactory operation even under most 
adverse conditions. The manufactur- 
ers of Oakite point out that whenever 
dissatisfaction with such machines de- 
velops, it is almost invariably due to 
the use of an unsuitable soap or soap 
compound which does not properly 
perform the cleaning function, and 
that the adoption of their preparation 
will insure the satisfaction of ma- 
chines, decrease selling costs and 
“servicing,” and maintain the good- 
will of washing machine and dish- 
washer purchasers. 


WestincHouseE Lamp Co., 165 
Broadway, New York City, has ac- 
quired a tract of land in Indianapolis, 
Ind., on which it contemplates erecting 
a plant for the manufacture of incan- 
descent lamps. 


Masestic ELectric DEVELOPMENT 
Co., San Francisco, Calif., has added 
to its line of electrical heaters, grates, 
and logs, “Majestic Electric Heater 
No. 11” which, the makers say, is the 
most powerful electric heater made, 
consuming 615 watts. The No. 11 has 
a much larger reflector than the com- 
pany’s former leader, the No. 7, and 
is enameled instead of nickel-plated. 


We heard Alexander Bell (no, not 
our telephone wizard but the sales 
manager of the Henry L. Walker Co., 
Detroit, Mich.) say over the phone 
that he wanted some of that 30 per 
cent stuff. We aren’t sure whether he 
had Windsor on the wire or not, but 
if we were some of you Detroit fel- 
lows we'd get pretty well acquainted 
with Alex. 


WHEN a newly married couple be- 
gin to find fault with each other, you 
may feel sure that they'll live happily 
ever after. 
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Successor to 


/AMERICAN CROSS- 


| 4 ARM COMPANY 














POLES 


NATIONAL POLE CO. 


Escanaba, Mich. 


220 Broadway, 2844 Summit St., 
New York Toledo, O. 


Rialto Bldg., 


San Francisco, Calif. 











Cedar Poles 


Butt Treating 
Open Tank Process 
The Valentine-Clark Co. 
Spokane, Wash. 


Minneapolis Chicago Toledo 














CEDAR POLES 


Northern 
White Cedar 


Western 
Red Cedar 


Plain or 
Butt Treated 


T. M. Partridge 
Lumber Company 


Minneapolis, Minnesota 
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Get Behind the 
Metal Molding Line 


Every one of your Contractor-Dealer 
customers can profitably employ Na- 
tional Metal Molding in his work. 


The 333 and 222 Metal Molding sys- 
tems—each with a complete line of 
fittings—provide a means of profit- 
ably and neatly handling surface wir- 
ing work of every kind. 
















Many Contractor-Dealers are using 
Metal Moldings for putting in “‘Con- 
venience Outlets,” thereby greatly 
increasing their appliance sales. 







We are always glad to help you help 
your customers—by supplying them 
with information and advertising on 


Metal Moldings and all the other 
NATIONAL PRODUCTS. 


National Metal Molding © 


General Offices: 


Fulton Bldg. Pittsburgh, Pa. 
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Your Present Customers Are Good Prospects for 


Dumore High Speed Grinders 


Industrial plants everywhere are good prospects for Dumore 
Grinders. The unusual adaptability of these useful tools 
makes them a necessity in shops, large and small. 


You can greatly increase your sales without materially in- 
creasing your work by selling Dumore Grinders to your pres- 
ent customers. Some Jobbers’ Salesmen depend on their Du- 


more Grinder sales alone to cover their expenses. 


Whether or not your house carries Dumore Grinders we 
shall be glad to explain the sales features of Dumore Products 
to you and to assist you in every way to get the long profits 


Personal attention will be gladly given 
Write 


possible in this line. 
to individual selling problems. 


WISCONSIN ELECTRIC COMPANY 
8323 Sixteenth Street -O RACINE, WISCONSIN 









show the Du- 


more No. 1 Grinder in use in the 


The illustrations 






Wood Turret Machine Company of 






Brazil, Indiana. 






Other shops, large and small, in 






all parts of the globe, find many 






ways to use the Dumore. 









DUMORE 


No. 1 
GRINDER 
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Don’t Forget The Hat Cleaning Motor When 
You Talk Fans To Your Dealers 


Since the fan season is also the best sea- 


son to sell hat cleaning motors, the job- 
ber’s salesman will find it profitable to push 
the sale of this item when he is calling upon 
his trade in the interest of their fan busi- 
ness. Every dealer who stocks fans should 


include a few of these motors in his fan order. 


R & M Hat Cleaning Motors are made 
for operation on all standard alternating and 


direct current lighting circuits. A substan- 


tial switch in the base provides three running 
speeds. Enclosing heads give complete pro-— 
tection from dust and moisture. 


Each motor is furnished complete with 
cord and separable plug. A chuck can also 
be supplied if wanted. 


Attractive folders are supplied dealers in 
quantity with their imprint for local circular- 


‘izing. Let us send you samples so you can 


show them to your dealers when you talk 
hat cleaning motors to them. 


THE ROBBINS & MYERS COMPANY 


SPRINGFIELD, OHIO 


‘New York Boston Philadelphia Buffalo Chicago Cleveland Cincinnati St.Louis San Francisco 


Robbins & Myers Motors. 
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